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Some Facts 


About the 
Bankers Life 
of Nebraska 


Founded in 1887. 


Issues both Participating and Non-Par- 
ticipating Policies. 


Has complete line of Endowment, Pre- 
ferred Low Rate and Retirement Income 
Policies. 


Risks accepted from ages 10 to 65. 


Maintains a Home Office Training 
School for new agents. 


Offers an attractive General Agents Con- 
tract with non-forfeitable renewals. 


Territory available in 


ILLINOIS, IOWA, MISSOURI, OHIO 
and PENNSYLVANIA 


Write 


A. B. OLSON 
Mgr. of Agencies 





Bankers Life Insurance 
Company 


of NEBRASKA 


Home Office 


Lincoln, Nebraska 





























A Complete 
Field System 








1. 
FOR THE PUBLIC 


—low non-par rates, com- 
plete line of policies includ- 
ing Juvenile and sub-stand- 


ard, Double Indemnity and 
Total Disability. 


2. 


FOR GENERAL 
AGENTS 


—liberal contracts backed 
by complete information, 
materials and assistance in 


Agency building. 


3. 
FOR AGENTS 


—liberal contracts plus 
everything needed for field 
success: Acondensed train- 
ing plan, a fool- proof Sales 
Kit; Agency Meetings, in- 
dividual counsel and assis- 
tance. 


SUCCESSFUL men looking for a 
PERMANENT agency connection in 
Ohio, Michigan, Illinois or Indiana are 


invited to communicate with Frank 
M. Hayes, Vice-President and Agency 


Director. 


THE FEDERAL RESERVE 


Life Insurance Company 


Kansas City, Kansas 
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The Lincoln National Life, of Fort Wayne, 


Indiana, takes pride in presenting its annual state- 
ment for the year 1931. 





During a period such as the one just passed, 
when the business world was in the throes of 
deflation with its attendant difficulties, The 
Lincoln National was able to show a record 
of earnings, soundness, and solvency which 
speaks for itself. 





This record is presented in "a financial 
// 
statement you can understand. It appears on 
the following page. 


The Lincoln National Life 


Insurance Company 
Fort Wayne Indiana 








THE NATIONAL UNDERWRITER 
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THE 


A 


FINANCIAL STATEMENT YOU CAN UNDERSTAND 


Financial Condition as of December 31, 1931, as Reported to the Indiana Insurance Department 


ASSETS 


First Morfgage Loans (Average yield 5.91%).......... $49,030,814.79 
On farm property $11,279,461.53 and on city property $37,751.,- 

353.26 the total being appraised at $137,499,000. Where buildings 

are a part of the appraisement, fire and other forms of insurance 

are carried and assigned to this company. 


*Bonds (Average yield 5.25%).................0005- 3,203,815.78 
School District, Municipal, Railroad, Public Utility and Foreign 

Govt. Bonds. 

*Preferred and Common Stocks (Av. yield 5.51%)... . . 2,358,990.37 
Common $156,831.25. 

Railroad, Public Utility and Industrials. 
ae re ee ee a 7,038,040.07 
Including Home Office Building. $2,284,037. 

Loans Secured by Collateral (at 6%)................. 605,117.63 
EE rE ee rr Eee 14,888,607.16 
That the value of a life insurance policy as collateral security is 

appreciated by our policyholders is evidenced by the fact that we 

have loaned $14,888,600 on policies. No loan exceeds the cash 

value of the policy. 
ee 1,515,234.53 
On investments, bank deposits, etc. 

Net Premiums in Course of Collection................ 3,370,380.46 
These premiums were due but not received at the home office on 

December 31. However, a great part of this amount was in the 

hands of our cashiers in our 22 branch collection offices. 
I, ss c'cencnesecdeabsaskaenns 1,178,324.86 
Balances are carried in 34 banks throughout the country. $1,069,960 

of our bank balances was drawing interest. The company must 

carry at all times a bank balance of sufficient amount to make 

prompt payment of death claims and to take advantage of invest- 

ment opportunities. 

ee PE os os ook Sakee dan Be yalaweonwe 83, 189,325.65 








"Note: Detailed list of investments of the Company will be furnished on application to the 
Home Office of the Company. 





LIABILITIES 
NOE ois vince cs vcccensecncscncnsesinness $73,451 ,583.23 


This is the amount which with interest and future premiums will pay 
all policy claims as they mature. Under the Indiana insurance law 
the securities in which this money is invested are kept on deposit 
with the State of Indiana. 





Additional Policyholders' Funds.................---: 348,206.87 
Amounts set aside for,.or already apportioned to policies in ad- 

dition to the reserves. 

EE er 706,407.15 
Many policyholders take the precaution to pay their premiums in 

advance to avoid possibility of overloooking them at the due date. 

Considerable interest on loans is also paid in advance. 

Reserve for Policy Claims..................--0eeee: 1,339,483.71 
Although we had not received formal Proofs of Death or Disability 

we knew from past experience, nevertheless, that certain policy- 

holders had died or were entitled to disability benefits. $1,339,- 

484 has been set aside as a special reserve to pay these claims. 
a ce cad ee Cee Anan e nee esa 496,473.07 
Life insurance companies are very heavily taxed. This amount is 

set aside for taxes estimated to be payable in 1932. 

Reserve for Other Known Liabilities.................. 233,704.32 
Agents’ commissions, medical fees, bills not yet presented, etc. 

EL ac cp ecdethcanbeatsnns aw eocesasse 613,467.30 
For unexpected fluctuations in investments, mortality and for gen- 

eral contingencies. 

EE dic wesSGeereesdenvenecevecs $2,500,000 
ND 8s kee tain ehee eesins 3,500,000 

Surplus to Protect Policyholders...................-. 6,000,000.00 
Although every liability is cared for in the other amounts set out 

above, this immense sum of $6,000,000 lends additional security to 

policyholders. 

OEE NE SEE TT RT $83, 189,325.65 














Some Points of Interest 


ee ee Oe ee er $176,979,000 
® Insurance in force (A gain of $33,396,700 or 4%). . 


® Total admitted assets (A gain of $6,951,000 or 9%) 
® Paid policyholders in 1931 (An increase of $3,134,000 or 29%).............-----5-. 
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Growth of insurance in force 
1905-1931 


LINCOLN NATIONAL LIFE 








B26 1927 188 1929 130 PH 


Expense ratio per $1000 of insurance 
1926-1931 


924,289,000 
83,189,000 
13,980,000 
































of premium income 
1905-1931 


INSURANCE COMPANY, FORT WAYNE, INDIANA |) 
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Liquid Securities 
Are Not Required 


Life Companies Not Forced to 
Sell Investments at Low 
Prices 


NORTHWESTERN REPORTS 


President Van Dyke Says Farm Mort- 
gages Are in Satisfactory Condition 
Despite Pessimism 


MILWAUKEE, Jan. 28.—President 
William D. Van Dyke submitted his 
annual report of the Northwestern Mu- 
tual Life to its trustees at their meeting 
here today. Touching upon present 
conditions, the report says that: “Gen- 
eral business depression, conjoined with 
adverse world conditions in credits and 
banking, have resulted in an outstand- 
ing shrinkage in market quotations of 
investments and_ securities generally, 
which, quite naturally, has aroused, in 
the minds of some of the public, certain 
inquiries respecting the bonds and other 
similar investments held by life insur- 
ance companies and the effect upon their 
financial condition of the present abnor- 
mally depressed market quotations of 
their investments. In giving considera- 
tion to this subect certain important 
features peculiar to life insurance com- 
panies must not be overlooked. 


Liquidity Not Required 


“Life insurance companies differ from 
other financial, industrial and commer- 
cial institutions in many ways,” the re- 
port continues. “Life insurance com- 
panies are by their very nature reserve 
institutions whose funds are largely im- 
pounded for the life of a generation. 
Unlike most other business institutions, 
the major part of the investments of 
life insurance companies have had no 
mperative requirement for liquidity, 
and, therefore, periodic fluctuations are 
not a serious factor with regard to their 
ability of meeting their obligations as 
they mature in the ordinary course of 
their business. The experience of 12 of 
the largest legal reserve mutual life in- 
surance companies in the United States 
(including the Northwestern) shows 
that during the year 1930 (figures for 
1931 not yet available), the excess of 
their incomes over their disbursements 
Was more than $984,000,000.” 


Low Rate for Reserves 


Legal reserve life insurance compa- 
nies are, moreover, fortified against a 
declining interest yield because their 
Policy reserves are calculated upon an 
assumed interest rate of only 3 to 3.5 
percent, and their experience for many 
— shows the actual yield on their 
a to be considerably in ex- 
mad - 4.5 percent and in many cases 
viele , Percent. The excess interest 
coo the 12 largest companies re- 
000,000 © in 1930 was more than $221,- 

’ Over and above their required 


| December Bestin18 Months 





Upward New Business Trend Started in October Continues 
—Slight Gain Last Month Encouraging—Industrial 
Shows 14 Percent Increase—109 Billion in Force 





The upward trend in life insurance 
during the last months of 1931 culmi- 
nated with a gain in new business in 
December. The Association of Life In- 
surance Presidents reports a .5 percent 
gain in all classes of business in De- 
cember, while the Life Insurance Sales 
Research Bureau reports a gain of 1 
percent in ordinary business written by 
its members. The Life Presidents’ com- 
panies showed an increase of .2 percent 
in December on their ordinary business. 

The Life Presidents report that De- 
cember showed the largest volume of new 
business produced in any of the last 18 
months and was the first month in that 
time to show a percentage of increase 
over the corresponding month of the 
preceding year. The Life Presidents’ 
companies reported a total of $1,117,- 
187,000 new business in December as 
compared with $1,112,173,000 in Decem- 
ber, 1930. 


Sixteen Billion Total 


The total new business written by all 
companies in 1931 is estimated to be 
$16,500,000,000, by George T. Wight, 
manager of the Life Presidents Asso- 
ciation, making a total of $109,000,000,- 
000 in force. The Life Presidents’ com- 
panies wrote $11,085,003,000 new bust- 
ness in 1931, compared with $12,460,- 
977,000 in 1930, a decrease of 11 percent. 
The Life Presidents’ companies now 
have $89,833,462,000 in force, showing a 
net increase for 1931 of $1,059,335,000 
or 1.2 percent. 

The Life Insurance Sales Research 
Bureau reports that the total volume of 
new business paid for during 1931 was 
13 percent below 1930. In the first 
quarter of the year new business was 
18 percent off and at the end of the sec- 
ond and third quarters 16 percent lower 
than in 1930, Further improvement in 
the last quarter brought the volume to 
only 13 percent below the 1930 level. 


Pennsylvania Gains 12 Percent 


The middle Atlantic states showed a 
gain of 8 percent in December accord- 
ing to the Life Insurance Sales Re- 
search Bureau. New York state paid 
for over a fifth of the new business in 
December, showing a gain of 8 percent. 
Pennsylvania experienced a 12 percent 
increase in sales and the east north 
central states gained 2 percent during 
December, every state in the section 
showing a gain except Illinois. 





In the large cities the Research Bu- 
reau reports that the December, 1931, 
sales compared to 1930, as follows: Bos- 
ton, 102 percent; Chicago, 92; Cleve- 
land, 88; Detroit, 92; New York, 111, 
and Philadelphia, 103 percent. 

Comparing the 1930 and 1931 totals, 
Boston’s 1931 business is 96 percent of 
its 1930 business; Cleveland, 84; Detroit, 
84; New York, 99, and Philadelphia, 91. 
The Research Bureau sales by sections 
for December and the 12 months’ total 
follow: 


Dec. 1931 1931 
comp. to comp. to 
Dec. 1930 1930 
Total 101% 87% 
New England ........-. 96 94 
Middle Atlantic ....... 108 90 
East North Central.... 102 86 
West North Central.... 98 S4 
South Atlantic ........ 99 87 
East South Central.... 91 78 
West South Central.... 87 80 
Mountain .....sceeee- 86 81 
PGE sceccounnceesense 94 81 


The Life Presidents report that de- 
creases in new business reach a low 
point in September when the volume 
was 19.5 percent off. Improvement was 
made in October when the monthly de- 
crease was reduced to 10.6 percent and 
in November the decrease was further 
cut to 1.7 percent, followed by the .5 
percent increase in December. 


Starts Upward in August 


Ordinary business had its worst 
month in March, according to the Life 
Presidents, when an 18.6 percent decrease 
was shown. The decreases were contiui- 
ved until August, when a noticeable im- 
provement was shown and the decline 
was cut to 12.1 percent. In September 
the decline was 11.3 percent; in Octo- 
ber, 19.1 and November only .9 percent. 
The aggregate ordinary total for 1931 
was 12 percent below the 1930 volume. 

Industrial increases showed a decided 
increase in December, making a 14 per- 
cent gain. After a 12.5 percent decrease 
in October, the industrial swung up to 
a 10.5 percent increase in November. 
The aggregate new industrial business 
for the year was 1.9 percent less than 
in 1930. Group insurance increased in 
the first two months of 1931, but fell 
off sharply and the 1931 total was 27.1 
percent less than in 1930. 

Comparative new paid for business 
figures, exclusive of revivals, increases 
and dividend additions, of the 44 Life 
Presidents’ companies are on page 7. 








interest rate. Legal reserve life insur- 
ance companies are further fortified and 
are protected by their substantial con- 
tingency reserves which amounted in 
1930 to over $764,000,000. 

The total admitted assets of the 
Northwestern show an increase during 
1931 of $39,544,523 for a total of $977,- 
265,829. 

Farm mortgage investments of the 
Northwestern are in a “satisfactory 
condition, notwithstanding the pessim- 
ism with regard to the farm situation in 








general which has prevailed in some 
quarters, coupled with the erroneous im- 
pression that every farm foreclosure 
means a substantial, if not a total, loss, 
whereas the property acquired by fore- 
closure is in fact only a change in the 
form of the investment. 

“Present market values of farm prop- 
erties are of but minor importance,” the 
report states, “in that the financial re- 
sult of the change in investment from 
a farm loan to a farm property cannot 

(CONTINUED ON LAST PAGE) 





Experts Work Out 
Loan Regulations 


Reconstruction Finance Corpora- 
tion Bill Provides No Details 
of Procedure 


OUTLINE GENERAL RULES 


May Aid Companies Over-Burdened 
With Unprecedented Number of 
Policy Loan Requests 


WASHINGTON, Jan. 28.— Regula- 
tions for the making of loans to insur- 
ance companies and other beneficiaries 
of the government aid provided under 
the emergency finance bill will be 
drafted by the Reconstruction Finance 
Corporation to be established thereunder 
as soon as organization of the corpora- 
tion is completed. 

The legislation itself does not go into 
details of procedure but lays down in 
broad terms the responsibilities 
powers of the finance corporation. De- 
tails of handling the various types of 
loans which it will make are left to the 
experts who will be employed by the 
credit agency. 

The measure authorizes the corpora- 
tion to make loans “upon such terms 
and conditions not inconsistent with this 
act as it may determine” to insurance 
companies and other financial organiza- 
tions. 

Must Be Adequately Secured 


and 


“All loans made under the foregoing 
provisions shall be fully and adequately 
secured,” it is provided. “The corpora- 
tion, under such conditions as it shall 
prescribe, may take over or provide for 
the administration and liquidation of 
any collateral accepted by it as security 
for such loans. Such loans may be made 
directly upon promissory notes or by 
way of discount or rediscount of obliga- 
tions tendered for the purpose, or other- 
wise in such form and in such amount 
and at such interest or discount rates 
as the corporation may approve; Pro- 
vided, That no loans or advances shall 
be made upon foreign securities or 
foreign acceptances as collateral for or 
for the purpose of assisting in the carry- 
ing or liquidation of such foreign securi- 
ties and foreign acceptances. In no case 
shall the aggregate amount of advances 
made under this section to any one cor- 
poration and its subsidiary or affiliated 
organizations exceed at any one time 
five percent of (1) the authorized capital 
stock of the Reconstruction Finance 
Corporation plus (2) the aggregate 
amount of bonds of the corporation au- 
thorized to be outstanding when the 
capital stock is fully subscribed. 

“Each such loan may be made for a 
period not exceeding three years, and 
the corporation may from time to time 
extend the time of payment of such 
loan, through renewal, substitution of 

(CONTINUED ON LAST PAGE) 
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Another teens Bank Quits 


Insurance Savings Activity 


UNDERWRITERS ARE ELATED 





Harris Trust Withdraws from Competi- 
tion With Agents After Being in 
Business Ten Years 


The Harris ‘Prust Company of Chi- 
cago has severed its direct connection 
with life insurance selling after the in- 
surance savings division had operated 
for ten years. 

D. D. Lovelace, manager of the divi- 
sion, has resigned, taking his agency 
force of some 25 men, and becomes gen- 
eral agent for the Minnesota Mutual in 
Chicago. Elmer Grandson, sales man- 
ager, has gone with the Union Central 
in that city. 


Considerable in Force 


The bank has now some $2,800,000 of 
savings deposits on the plan and some 
$9,000,000 in force in connection with 
the savings. 

It is estimated in the ten years since 
the plan was started in July, 1921, ap- 
proximately $32,000,000 of life insurance 
has been sold in connection with savings. 
However, it is estimated that approxi- 
mately 70 percent of these customers 
withdrew their savings which were a 
part of the plan. 

In most cases it is said they continue 

to carry the life insurance, which for 
the most part is on the ordinary life ba- 
sis. There now remain some 6,500 cus- 
tomers under the plan, as compared with 
some 27,000 accounts in all sola in the 
ten years. The accounts in force are 
being continued bv the bank. 
_ The Harris Trust’s life insurance sav- 
ings plan met considerable opposition 
from life underwriters and this was the 
chief reason for the bank's withdrawal. 
The insurance first was placed in the 
Mutual Life of New York when Darby 
A. Day was manager, and then when 
Mr. Day became manager for the Union 
Central in Chicago, the insurance was 
written in that company. 

D. E. Ward was first manager of the 
division for some six and a half years. 

Another company not long ago failed 
to renew a contract with another Chi- 
cago bank under a somewhat similar 
plan which also met. stiff opposition 
from underwriters, so the latter now are 
elated over the withdrawal of two banks 
irom active competition. 





To Wait for Forty-Five Days 
on the Inter-Southern Life 


Insurance Commissioner Read of 
Oklahoma has given out a_ resolution 
adopted by the commissioners of Okla- 
homa, Arkansas, Indiana, Tennessee 
and Kentucky that have been examin- 
ing the Inter-Southern Life. The ques- 
tion of reopening the examination made 
last spring came up. The resolution is: 

“Resolved, That the commissioners 
adjourn for a period not exceeding 45 
days, for the purpose of having more 
time to determine what the official set- 
up of the Inter-Southern will be and for 
the purpose of obtaining complete in- 
formation as to what retrenchment will 
be put into effect by that company, and 
for the purpose of obtaining such other 
information as may be possible relative 
to said company; that the chairman of 
this committee shall call another meet- 
ing at such time and place as may be 
determined by him; such meeting, how- 
ever, to be called within 45 days from 
the date of this meeting.” 





Indianapolis Life Mortality 
The mortality ratio of the Indian- 
apolis Life last year was 34.3 percent. 
The average for 26 years was 40.4 per- 
cent. 


THE Nz ATION: AL 
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Preliminary F — on Companies’ 
Total New Paid Business in 1931 








New 1931 

Paid Bus. 
American Natl, Mo......... $ af 105, zee 
POTN EHO, Gc ccccccccecs 92,42 


Eureka-Maryland 
Franklin Life 
Indianapolis Life 
ESGe GF VAeccccccesccccsecece 
Northern States Life........ 
Oregon Mut, Life...........+- 
Pan-American i 
Peoria Life 
Philadelphia Life 





32°695,422 
37,090,555 
6,111,419 





een EAD ceccestucceceteeee 20,002,274 
Security Mut. Life, N. Y....- l 3,624 
State Life, ImG...cecccccccees 468,636 
State Mut. Life, Mass....... f 95,616,717 
United Benefit Life.........- 36, 019,676 


American Life Convention 
Meets in Toronto Oct. 3-7 


The 27th annual meeting of the 
American Life Convention will be held 
at the Royal York Hotel, Toronto, the 
week of Oct. 3. As is customary the 
Legal Section will hold its sessions the 
first two days, Oct. 3-4, with the main 
body of the convention getting under 
way the morning of Oct. 5. The meet- 
ings of the financial, home office man- 
agement and agency sections will be 
held in conjunction with the main meet- 
ing which will conclude on Oct. 7. 

Details for the meeting have not yet 
been worked out but a number of prom- 
inent finaneial and insurance leaders will 
be among the speakers. 

The Texas Security Life of Dallas has 


been admitted to membership in the 
American Life Convention, which now 
has 137 members. 


Fidelity Mutual Leaders 

Earle H. Schaeffer of Harrisburg, Pa., 
was the Fidelity Mutual leader in first- 
year cash premium settlements in 1931. 
Second was J. B. Campbell, St. Louis; 
third, Maurice Strauss, Newark; fourth, 
T. M. Green, Baltimore, and fifth, E. M. 
Horn, Harrisburg. 7 


Made President 




















U. S. BRANDT 


U. S. Brandt, the new president of the 
Ohio State Life, has been serving as 
vice-president and general counsel. Ow- 
ing to continued disability President 
John M. Sarver, who has lost the sight 
of one eye and finds the other badly im- 
paired, becomes chairman of the board. 
It was necessary to have an active 
head. Mr. Brandt has been connected 
with the Ohio State Life as general 
counsel since its organization and since 
1918 has been first vice-president. 





Gain in 
Force, 1930 
$ 869,694 

16,876,028 

4,180,382 

1,738,046 


Gain in 
Force, 1931 
$—1,080,561 
—28,759,465 
—5,461,855 

86,284 


New 1930 
Paid Bus. 
$ 4,570,087 


34, oat. 962 





3,240, 467 7,875,998 

: 1,414,198 

1,344,737 

2,814,502 

: 5,058,392 
48,936,601 18,810,808 
9,404,658 —3,631,074 
22'531.169 1,057,951 
19,554,774 1,056,035 
39,001,308 —10,883.875 5 3,989,455 
68,824,633 SeeReee = ss waawnesins 
24,016,954 16°902°779 10,015,081 





Coyle Makes ielmnens | in 
A. I. U., stock Dispute 


Albert F. Coyle, executive vice-presi- 
dent of the American Insurance Union, 
Inc., denies that the A. I. U., fraternal, 
has made an official request of the Ohio 
department for permission to buy stock 
in the A. I. U. Inc. There was a re- 
port that the fraternal had sought per- 
mission to buy stock in the A. 

Inc., in order to repay the Trans Con- 
tinental Trust Company of Chicago for 
the 9,960 shares of A. I. U. Inc., which 
the Trans Continental Trust Company 
claims to own, but the sale of which is 
contested by Mr. Coyle. 

INegally Issued 


contends that there was 
Trans Continental 


Mr. Coyle 
never any sale to the 
Trust Company, nor any subscription 
for the stock of the trust company. 
“The shares now held by the Trans 
Continental Trust Company,” he states, 
“were illegally issued without authoriza- 
tion or warrant by one of the officers of 
the company and a _ resolution was 
adopted by the board of directors of the 
American Insurance Union, Inc., can- 
celling this stock and demanding its re- 
turn to the company. 


“The only occurrence that gives any 


color or fact to the story that the A.L.U,, 
een sought to buy stock in the 
A. I. U. Inc., was an unauthorized visit 


to the insurance department by an at- 
torney employed as special counsel for 
the A. I. U., fraternal, who, without 
the request of the board of directors of 
the society, or any other valid authority 
inquired of the department if the A.I.U., 
fraternal, might invest in the stock of 
the A. I. U., Inc. Any one well versed 
in insurance law should know better than 
to have asked such a question, which is 
fully covered by statute in this and 
other states.” 


Moore Heads Kansas Companies 





Charles A. Moore, president Liberty 
Life of Topeka, has been elected presi- 
dent of the Kansas Association of 
Home-Owned Life Insurance Com- 
panies. He succeeds H. K. Lindsley, 
president Farmers & Bankers Life, 
Wichita. S. M. Babbit, president Great 


American Life, Hutchinson, was elected 
vice-president and Fred Coulson, vice- 
president United Life, Salina, second 
vice-president. Fred P. Metzger, presi- 
dent American Home Life, Topeka, was 
elected secretary and W. A. Biby was 
continued as educational director. 


Indiana Tax Ruling 


In calculating the principal sum upon 
which 3 percent premium tax is based in 
Indiana, stock life companies which is- 
sue non-participating policies may de- 
duct dividend payments to participating 
policyholders. This was the decision of 
Attorney General Ogden of Indiana in 
an opinion to Commissioner Kidd, who 
was advised to refund $2,363 paid in 
1931 by the Aetna Life as tax on divi- 
dends to participating policyholders in 
Indiana. 
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Suet Hundred Million Sold 


in Drive on Insurance Day 
NEW YORK TOTALS $22,000,000 


St. Louis and Detroit Exceed Quotas— 
Over Three Million Written in 
Indianapolis and Memphis 


NEW YORK, Jan. 28.—Life Insur- 
ance Day was a decided success, 
$100,000,000 in new business being writ- 
ten in a single day. It was estimated 
by W. C. Bawden, executive manager 
of the New York Life Underwriters 
Association, that its members wrote a 
total of $22,000,000 of new _ business 
New business reports already received 
from 58 of the 460 life agencies in the 
city total $13,000,000. Life Insurance 
Day was the big feature of thrift week, 
and life underwriters in charge here say 
that Insurance Day surpassed the com- 
bined activities of the rest of thrift week 
at least three-fold. In addition to the 
lerge amount of insurance written, the 
big campaign gave impetus which will 
result in securing new business for 
some time. 


over 


St. Louis Doubles Goal 


The final returns on Life Insurance 
Day sales in St. Louis show that the 
goal of 1,000 policies for $3,000,000 was 
almost doubled and 1,500 applications 
were written for a total of $5,194,000 
This total shatters all records for the 
sale of life insurance on any one day 
in the history of St. Louis. 

Detroit life underwriters reported a 
total volume of $5,403,448 on 1,067 lives 
result of their intensive day's 
sales effort, topping their quota of $1, 
000,000 by nearly $4,500,000. It was 
without a doubt the largest volume ot 
life insurance ever written in Detroit 
in eight hours’ time. This business was 
turned in by 837 men, representing 4 
companies. The policies averaged $5, 
400, representing a production of $9,000 
per man, 


as the 


Indianapolis Piles Up Huge Total 


More than $3,700,000 new business 
was sold in Indianapolis by over 700 
life underwriters in a concerted all-day 
drive which was started with a break: 
fast. The men then went forth, not 
daunted by a steady rain which contin 
ued for most of the day, and kept on 
the job of making interviews until lat 
at night. Reports compiled by the Gen- 
eral Agents’ Association showed that 

303 persons bought $3,739,128 in life 
insurance and individual policies ranged 
from $100 to $100,000 in amount. 

Insurance totaling $627,000 was sold 
by Columbus, O., underwriters on Lit 
Insurance Day. The Columbus agenc) 
of the Penn Mutual, J. Boyd Davis 
manager, was given a cup for having 
procured the most applications in pro- 
portion to the number of calls made 
and the Chipman agency of the Equr 
table of New York was given honor 
able mention for having sold the most 
insurance and having the largest nun 
ber of men engage in the canvass 

Armies War on Memphis 


Memphis life underwriters smashed 
all previous records for new busines 
and wrote $3,040,949 during thrift week 
The underwriters were divided in tw 
armies, the blue commanded by et 
Lamar Brightwell and the red by Ge? 
Seth Ryan. The blues were victors 
with $1,621,729 of new business, while 
the reds had $1,419,220. 

Denver underwriters wrote $1! 
000 in an intensive sales drive launched 
at breakfast and culminating at a hugt 
banquet. 


1,600,- 


Gibraltar Life & Accident of De! 


The 
ver reports an increase of 33 percent ” 
premium income over 1930. It close 
the year with 1,200 life insurance!" 
force, having only started to write }!* 
insurance June 1 
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Security Life I 
Quitting Michigan 


May Make Application for 1932 
License There in March in 
Usual Manner 


STATEMENT BY DORSEY 


Expense of License Litigation and Du- 
bious Future Under “Openly Hos- 
tile Commissioner” Cited 


the Security Life of Chicago tech- 
nically withdrew from “Michigan this 
week, rather than to start Monday a 


hearing in federal district court at De- 
troit which would be expensive and in- 
conclusive, and also, according to a 
statement of President M. J. Dorsey, 
in preference to continuing in face of 
an “openly hostile commissioner.” 


This reterence of course is to Com- 
missioner Livingston, who insisted on 
trying a cause having to do with the 


financial condition early in 1931 and the 
1931 license, and who refused to permit 
the case to be heard on the merits of 
the company’s 1932 license and financial 
condition as of Dec. 31, 1931, since 1931 
has expired, The Security is expected 
to apply for its 1932 license in the usual 
manner in March. 


Has €onsiderable Plant 
The Security has a_ considerable 
agency plant in Michigan, with some 
$10,000,000 in force. It has operated 


in the state about a quarter century. 

Mr. Dorsey, after relating that a 
Michigan license runs for only one year 
and stating his opinion that Commis- 
sioner Livingston's denial of a license in 
1931 was “arbitrary and entirely with- 
out reason,” discussed the company’s 
injunction proceeding against Living- 
ston 

No Benefits Possible 


“The year 1931 is now past, and, 
under the order of the United States 
court, the Security Life has continued 
its transaction of business in Michigan 
to the end of that year,” Mr. Dorsey 
said. “The pending litigation with its 
present issues can be determinative of 
nothing beyond 1931, and a further pros- 
ecution of it, after that year, could be 
ot no benefit to any one. 

“The result of a further hearing of 
the case, even as satisfactory to the 
company as was that in July, could not 
bviate the necessity of a new applica- 
ton for a 1932 license, nor would it 
avoid new litigation should the com- 
missioner assume a similar arbitrary at- 
titude as to the new license. It is now 
a known fact that the commissioner's 
attitude remains the same. 


Faces Expensive Litigation 


“For 1932, the company therefore is 
immediately faced with the certainty of 
new, expensive litigation. Manifestly, 
two separate trials should not be neces- 
‘arty to establish its right to continue 
in Michigan through 1932. We are con- 
cerned with conditions of today—not as 
of Dec. 31, 1930. 

_ subsequent to that date, the favor- 
able financial condition of the Security 
Life was established by judicial finding. 
since then, the operations of the Mis- 
sourt State have been placed_in the most 
stable, substantial hands and the com- 
missioners have upheld the valuation of 
its stock as carried by the Inter-South- 
rn. Should a second law-suit be neces- 
‘ary to permit a showing of these ack- 
nowledged facts? 

“The logical, common-sense and eco- 
nomical answer to this question should 
need no expression. Enlarge the scope 





Japanese Agent Issues 
Challenge to Countrymen 











GERORGE 


MIURA 


George Miura, Japanese agent, who 
is associated with General Agent F. J. 
Budinger of the Franklin Life in Chi- 
cago, writes most of his business on 
Americans. He has been five and a 
half years with the office, and his maxi- 
mum production has been $450,000, Last 
year he wrote $247,000. He is a graduate 
of Waseba university at Tokio and took 
a post-graduate course at the Univer- 
sity of Chicago. Before going with the 
Franklin Life he was a coffee sales- 
man. He writes much of his business 
in cities adjacent to Chicago and in the 
rural districts. 

He has been in this country for 15 
years and is 40 years old. It is inter- 
esting to note that Mr. Miura got into 
the life insurance business after witness- 
ing a serious automobile accident in 
which the father of a large family was 
killed, leaving no life insurance or other 
funds to a destitute family. 

Mr. Miura is challenging any Japa- 
nese ‘life insurance man in the United 
States to equal him in paid-for business 
in 1932 on American lives. 





1932 license, bring the issues up to date, 
and promptly try out the question of 


the company’s right in Michigan in 
1932—not in a year already past. 
“To this end, the company recently 


asked the federal court in Detroit that 
the issues in this case be amended so 
as to determine the company’s right to 
a 1932 license. The court had no power 
to force such an amendment without 
the commissioner's consent, For rea- 
sons not announced (but which may be 
guessed), the commissioner refused. He 
still prefers to trv the case as of De- 
cember, 1930. The expense of such pro- 
ceeding and the fact that it can be de- 
terminative of nothing in 1932, are 





INSURANCE EDITION 


Tressel to Take New Work 
in Missouri State at Once 


FELSS CHAIRMAN OF BOARD 


Executive Committee—C. G. Arnett 
Resigns as Director 





Harry S. Tressel, secretary of the Se- 
curity Life of Chicago, who was elected 
executive vice-president of the 
State 
his position with the Chicago company 
to devote all of his time to his new 
duties with the St. Louis company, 
which is the largest life company west 
of the Mississippi River. Mr. 
will assume his duties with the Missouri 
State Life at once. 

The Missouri State Life stockholders 
elected a slate of 13 directors that was 
satisfactory to all factions and in accord 
with a peace agreement. 

Theobald Felss of Cincinnati was 
elected chairman of the board to succeed 
E. D. Nims, who was made chairman 
of the important executive committee 
which handles the financial affairs be- 
tween meetings of the board. 

Arnett 


Emerich to Succeed 


C. G. Arnett, president of the Inter- 
Southern Life, who was reelected as a 
member of the board of the Missouri 


State Life, has resigned because of the 
press of other duties and at the next 
meeting of the board his place will be 
filled by M. L. Emerich, a member of 
the investment firm of Hallgarten & Co. 
of New York. Mr. Emerich is satisfac- 
tory to all members of the board and 
represented the Dorsey interests in ac- 
cordance with the peace agreement. 
Federal Judge C. I. Dawson of Louis- 
ville, who was reelected president under 
the terms of the peace pact, will be in 
absobite control of the company’s affairs. 
Other officers reelected at the meeting 
of the board are: J. J. Moriarty, Henry 
Reichgott and James J. Parks, vice- 
presidents; S. W. Souers, financial vice- 
president; C. O. Shepherd, vice-president 
and actuary; James Scott, vice-president 
and comptroller, and Allen May, vice- 
president and general attorney. 


commissioner. 
legally com- 


no consequence to the 
Having successfully and 
pleted the year 1931 in Michigan, and 
having offered to submit to the court 
its right to continue in 1932, the Secur- 
ity Life is now faced with two major 
questions: 





of | 


Faced Two Questions 


“1. Shall it spend money belonging 
to stockholders in prolonging a contest 
to confirm its right to operate in Mich- 
igan for a year now past, and through- 
out which it has legitimately operated? 

“2. Shall it seek to continue opera- 
tions in that state for 1932, in the face 


Missouri 
Life, is expected to resign from | 


Tressel | 





(CONTINUED ON PAGE 30) 


‘Monster Meeting 
| Honors Livingston 


Charles G. Taylor, Vice-President 
Metropolitan Life, Is Featured 


| 


E. D. Nims Is Elected Chairman of the | 


Speaker at Detroit Gathering 


OVER 1,700 IN ATTENDANCE 


Needed to Reduce 
Tremendous Turnover in Agents 


Concerted Effort 


Says Commissioner 


DETROIT, Jan. 28.—Over 1700 com- 
pany executives, Managers and agents at- 
tended a monster mass meeting here last 
in honor of Commissioner Liv 
ingston of Michigan, president of the 


National Convention of Insurance Com- 


week 


missioners 
Charles A 
Hancock 


Macauley, general agent 
and president of the 
Life Managers Association, opened the 
meeting with a masterly summing up 
of the importance of the life insurance 
industry to the welfare of the nation and 
the interdependence of all types of in- 
surance. Claris Adams, executive vice- 
president American Life, was  toast- 
master 

Charles G. Taylor, vice-president Met- 
ropolitan Life, was the featured speaker 
of the evening and talked on “National 
Service of the Institution of Lfe In- 
surance.” 


John 


Two Ideas of Thrift 


“There are two ideas of thrift,” Mr. 
Taylor said, “the penny pinching type 
in which people endeavor to be thrifty 
by denying themselves the luxuries of 
life and even some of its necessities, and 
the newer conception, which means the 
wise control of expenditure, the antici- 
pation of wants and preparation for 
financing them sarely. which leads to a 
life of satisfaction and contentment. 

“Life insurance plays a prominent 
part in this new conception of thrift. 
Life insurance is peculiarly an American 
institution, although the idea was im- 
ported. We in America have put back 
of it our modern idea of salesmanship. 
We have ‘sold’ to ovr public the neces- 
sity for adequately protecting those who 
are nearest and dearest to us. 


Owes Debt to Insurance 


“We are now nassing through a pe- 
riod unusual stress but we face it 
with perfect equanimity because we 
have been conservative in our business 
methods and we have stuck to sound 
investments, The entire nation is con- 
cerned with any institution that teaches 
the principles of thrift and adequate pro- 
vision for the future. The nation owes 
a debt of gratitude to life insurance be- 

(CONTINUED ON LAST PAGE) 
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ot the present litigation to cover the 
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LIFE COMPANIES. 


| FIGURES FROM DECEMBER 31, 1931, STATEMENTS 





















Total New Bus. Gain Prem Total Henefits Total 
Assets Capital Surplus 1931 Ins. in Force in Ins Income Income Paid Disburse. 
. s $ $ Dec. 31,1931 In Force 1931 1931 1931 1931 
z $ $ s 

Pees BAG, Bbscccccevecheeeeeeet 8 = oscevvus 6, 92,421,036 6,620 27,684,830 
Columbus Mutual 00,000 1,2 19,047,465 643 4,568,056 
Franklin Life ...... 250,000 5,066 6,730,437 
Hamilton Natl Life....... 274,100 300 96,867 
Home State Life, Okla 674,510 5,059,143 461,115 
Imperial Life, Can 1,000,000 301,467,126 11,766,379 
Indianapolis Life ......... 13,840,945  ...ceees 104,635,290 2,474,380 
National Life, Vt . 613,584,415 : 4,242 
New World Life....... 1,134,500 49,574,966 3 
New York Life........... eastreds 7,657,373,158 
National Guardian Life. ... 100,000 49,025,375 1,342,892 
Northwestern Mut. Life....‘ . one 4,096,140,160 152,653,899 
Shenandoah Life eer 500,000 27,077,557 1,969, 768 
State Mut. Life, Mass... s -aiaaen 663,870,452 24,831,134 
Sun Life, Md....... 11,570,932 1,000,000 103,896,527 =o 21, 2,160,946 
Victory Life, Kan........ 2,348,280 100,000 300,178 20,630,000 730,000 713,03 817,512 56,184 2,218,715 
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R. E. Sweeney New President 
of State Life of Indiana 





SUCCEEDS CHARLES F. COFFIN 





New Chief Executive Is Son of Com- 
pany’s Founder—Retiring Head 
to Retain Connection 





. 


Robert E. Sweeney was elected presi- 
dent of the State Life of Indiana at the 
annual meeting of the board succeeding 
Charles F. Coffin, who asked to be re- 
lieved of the duties of the presidency. 
Mr. Coffin, who has been an officer of 
the State Life 37 years, will continue as 
a oneal of the board and general coun- 
sel. 

Mr. Sweeney is a son of the founder 
and first president of the State Life, An- 
drew M. Sweeney. In taking the presi- 
dency, Mr. Sweeney is advanced from 
vice-president, the position which he has 
held since 1929 when Mr. Coffin was 
advanced to the presidency. Since then 
Mr. Sweeney has carried the title of 
agency manager and prior to that was, 
for some years, assistant agency man- 
ager under Mr. Coffin. 

Mr. Sweeney has been with the State 
Life 29 years, during which time he has 
served in many capacities. He was 
elected second vice-president in 1926. 


Native of Jasper, Ind. 


Mr. Sweeney was born in Jasper, Ind., 
41 years ago and is a graduate of Em- 
merich Manual Training high school. 
During vacations he worked for the 
State Life, of which his father was then 
president. 

The elder Sweeney makes his home in 
Indianapolis and is naturally much grat- 
ified to have his son become head of the 
company which he and his associates 
founded in 1894, before the laws of In- 
diana contained provision under which a 





State Life Head 














ROBERT E. SWEENEY 
New President State Life of Indiana 











life insurance company could be organ- 
ized to operate on a legal reserve basis. 
The company was started under the as- 
sessment law but charged legal reserve 
rates from the first and maintained its 
reinsurance reserve on that basis. 

Mr. Sweeney, the father, was one of 
the small group which worked for and 
succeeded in getting passed the Indiana 
legal reserve deposit law of 1899, under 
which all legal reserve companies of that 
state now operate. 

The new president is very popular 
with the field force, who have received 
the news of his advancement with many 
expressions of approval. His successor 





as vice-president has not been named. 
The retiring president has been active 
in civic affairs. He is a former president 


of the Chamber of Commerce. He 
headed’ a fit6Vément for city manager 
government, which was. defeated only 
when litigation was unfavorable in the 
state supreme court. 


Ben S. Graham Is Director 
of Brooklyn National Life 





Ben S. Graham, vice-president of the 
Brooklyn National Life, has been elected 
on the board. H. C. Bohack, vice-presi- 
dent of H. C. Bohack Company and well 
known in Brooklyn, was also elected a 
director. L. E. Beardslee, Jr., was ap- 
pointed assistant treasurer. Mr. Gra- 
ham was active with President Bayes 
in organizing the Brooklyn National. 
He has been prominent in the home of- 
fice management section of the Amer- 
ican Life Convention and is now New 
York state vice-president. Mr. Beard- 
slee is a graduate of Williams and has 
been associated with the company since 
he graduated. The annual statement 
shows that the assets have increased 
over 15 percent. There is an increase 
in insurance in force. The major por- 
tion of the investments consist of guar- 
anteed first mortgages and bonds. 


- Tour for Builders Club 


Twenty-eight members of the Detroit 
Life “Builders Club” and their wives 
will be guests of the company on a 
sight-seeing trip to New Orleans, Ha- 
vana, Nicaragua, Panama and return as 
a result of their business production in 
1931. To qualify for the club, first year 
agents had to produce at least $2,800 
in new premiums on at least 18 lives, 
second-year or older agents $4,500, and 
third year or older agents $6,500. Agents 
in their second year or more with the 
company had to have a lapse ratio of 
25 percent or less in order to qualify. 








Business Too Good to 
Play Big League Ball 





At least one man is finding the 
insurance business good nowa- 
days. That person is Carey Selph, 
Houston, Tex., insurance agent- 
ballplayer. Mr. Selph was drafted 
by the Chicago White Sox from 
the Houston baseball club, but he 
refused to sign up with the major 
league team because he did not 
want to leave his “highly profit- 
able” insurance business in Hous- 
ton. He wants to play with the 
Houston club so he can keep in 
close contact with his business 
affairs. 











Promotions Are Announced 
by Jefferson Standard Life 





At the annual meeting of the direc- 
tors of the Jefferson Standard Life of 
Greensboro, N. C., C. E. Leak was ad- 
vanced from secretary to a vice-presi- 
dent, Howard Holderness from man- 
ager of real estate to treasurer, Z % 
Greene from assistant manager of mort- 
gage loans to secretary, and D. E. Buck- 
ner from assistant actuary to associate 
actuary. 

At close of business for 1931 the Jef- 
ferson Standard had insurance in force 
exceeding $358,000,000, assets of over 
$55,000,000 and paid insurance of over 
$59,000,000. During 1931 the company 
paid $8,500,000 to policyholders and has 
paid in all more than $55,000,000. A 
semi-annual dividend of $5 per share was 
ordered on the $1,000,000 capital: 





0. S. Granner has been named manager 
in charge of an office which shortly wil! 
be opened in Fargo, N. D., by the Policy- 
holders National Life of Sioux Falls 








Admitted Assets 
Policy reserve and other liabilities 
Surplus, Massachusetts standard 


Received for premiums 
Total income 


i} New insurance delivered 
Total insurance in force 


INSURANCE 


MASSACHUSETTS MUTUAL LIFE 


COMPANY 


SPRINGFIELD, MASSACHUSETTS 
Organized 1851 





ABSTRACT FROM EIGHTIETH ANNUAL REPORT 


For the year ended December 31, 1931 





Dividends paid and credited policyholders 
Total payments to policyholders and beneficiaries 


$ 426,899,037 
409,618,627 
17,280,410 


73,181,916 
108,335,641 


15,797,004 
50,162,229 


228,816,219 
2,158,552,605 
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Equitable Officials’ Tour 














H. E. ALDRICH 


\Vice-Presidents H. E. Aldrich and B. 
F. Hadley of the Equitable Life of Iowa 
are heading two groups of home office 
officials touring the entire field this 
month and next. Mr. Aldrich has charge 


B. F. HADLEY 


of the tour in western trans-Mississippi 
River territory and Mr. Hadley in the 
eastern section. In this way all the gen- 
eral agencies will be visited and the 
programs for the year outlined. 








Butler Broadcasts Address 


Dr. Nicholas Murray Butler, presi- 
dent of Columbia University and inter- 
nationally famous as an educator and 
leader in world affairs, who has been a 
director of the New York Life since 
1915, gave an address on “ne Public 
Service of Life Insurancc” over an 
NBC network Jan. 26. 





January “Grogan Month” 


January is being celebrated as “Gro- 
gan month” by the Bank Savings Life 
of Topeka, Kan., in honor of George L. 
Grogan, vice-president in charge of 
agencies, whose birthday occurs this 
month. The agents are piling up a nice 
volume of business in honor of their 
chief. 





Life Presidents’ Comparison of 





Results in 1931 and Other Years 


YEARLY COMPARISONS OF NEW BUSINESS 











Period Ordinary Industrial Group Total 
inns sacha’ $ 1,697,400,000 $ 622,909,000 $ 20,828,000 $ 2,341,137,000 
SR PS 1,658,698,000 tthe ++ 45, 474, 000 2,366,772,000 
es hed eka 1,761,506,000 7 2 47,122,000 2,506,160,000 
lees hat ale iainh 2,177,016,000 78,720,000 2 
RENEE 2,521,045,006 178,336,000 3 

AA sits big mainte 2,631,596,000 246 3 

Naina iatuniiods 4,591,733,000 4: 5,9 
ihCanes ous 5,570,270,000 a. 425, 7,1 

a aie a de 4,580, 252,000 1, 111, 5,9 

Dt eaiehedwae 5,035,016,000 1, 274, 6,7: 

ith 6 eee chiens 6,029, 939,000 1, 520, 8,2 
ih’ ak t-te inn le 6.388,166,000 1 597, 8,9 

1925 7,398,614,000 2 ’ 998, 10,7§ 

7,804,416,000 2. 9, 1,050, 11,421, 

’ 7,804,406,000 2,667,333, $24, 11,296, 

ia Kamsie ates 8,199,375,000 2,692,522, 1,336, 12,228, 

MR RGe enh 8,801,866,000 2,898,158, 1,185, 12,885,389, 
ee 8,517,729,000 2,851,130,000 1,092, 12,460,977,000 
N60 dare wate ciie 7,491,674,000 2,797,165,000 796, 11,085,003,000 





MONTHLY COMPARISONS FOR 1929-1931 OF NEW BUSINESS 
Ordinary Insurance 








1930 1931 

Over Over 

1929 1930 

Month 1929 1930 1931 Pct. Pct. 
January .......... $ 659,843,000 $ 712,855,000 $ 595,652,000 8.0 —16.4 
February ........ 683,542,000 730,735,000 599,462,000 6.9 —18.0 
March TT TTTT ee 830,244,000 884,535,000 719,746,000 6.5 —18.6 
pri .ekwe Seine 793,786,000 839,531,000 696,529,000 5.8 —17.7 
] RE pees 801,698,000 776,394,000 672,208,000 —3.2 —13.4 
oe 966066 edneand 750,228,000 725,725,000 672,840,000 —3.3 —7.3 
reed iManicabenes 722,451,000 714,748,000 605,628,000 —1.1 —15.3 
gugust eae tiem tieie 698,196,000 622,075,000 546,599,000 —10.9 —12.1 
a Mtember ....... 608,869,000 545,481,000 483,700,000 —10.4 —11.3 
ee eober chbiaceuad 707,478,000 619,529,000 563,423,000 —12.4 —9.1 
Dovemd D eagube es 704,316,000 593,270,000 587,678,000 —15.8 —.9 
ND ence eae 841,215,000 752,851,000 754,209,000 —10.5 3 
$ 8,801,866,000 $ 8,517,729,000 $ 7,491,674,000 —3.2 —12.0 

Total Insurance 

january ‘Cheteben $ 1,024,478,000 $ 995,195,000 $ 888,335,000 —2.9 —10.7 
—~ ald beewenne 972,928,000 1,003,478,000 911,937,000 3.1 —9.1 
April, 77770 1,169,881,000 1,222°184.000 1,028,328,000 4.5 —15.9 
May {ot tttetees 1,122,303,000 1,194,174,000 1,024,539,000 6.4 —14.2 
) ~ 2 bate nm sada w eee 1,152,026,000 1,097,740,000 980,346,000 —4.7 —10.7 
; 1,098,983,000 1,144,432,000 1,005,145,000 4.1 —12.2 
August """°" "°°" 1,093,789,000 1,092,290,000 905,042,000 —.1 —17.1 
September "°°" 1,017,213,000 929,008,000 $39,451,000 —8.7 —9.6 
tobe, We ‘cosanea 905,026,000 894,396,000 720,218,000 —1.2 —19.5 
Neve 4 bttnedeed 1,053,360,000 914'860,000 817,858,000 —13.1 —10.6 
Decemhne wait ih toot 1,039,727,000 861,047,000 846,617,000 —17.2 —1.7 
PE Séasécne 1,235,775,000 1,112,173,000 1,117,187,000 —10.0 5 
$12,885,389,000 $12,460,977,000 $11,085,003,000 —3.3 —11.0 


E. J. WoHLGEMUTH 











Tell Them! 


OST of us have never lived through times 

like these before. Over 2,000 banks failed 
last year, and nearly that many the year before. 
The average shrinkage in price of shares listed 
on the New York Stock Exchange is 78% since 
1929. The railroads, including some of the 
most important systems, are in a desperate 
plight; a few are close to receivership. The 
news of the business world is filled with accounts 
of mergers, failures and bankruptcies. 


This state of affairs is most bewildering and 
confusing to the public generally and especially 
to agents who represent insurance companies, 
which are, after all, financial institutions. With 
the record that has been made by banks, trust 
companies, investment trusts, etc., everyone 
has the right to question the solidity and abil- 
ity to pay of any financial institution. 


Did your company come through 1931 sound 
and solvent? Does it intend to go along as it 
has in the past serving agents and paying claims 
promptly? Is it still on the insurance map just 
as prominently as ever, and has it every inten- 
tion of staying there? If the answer to all of 
these questions is yes then let us ask only one 
more, which is—why keep it a secret; why not 
advertise and give your company the identity 
and standing to which it is entitled? 


A company which is not advertising in these 
days of doubt and distress is, by that alone, 
causing agents to wonder if there is anything 
the matter with it. All that agents know about 
your company is what you tell them. If week 
after week and month after month you have 
nothing to say in your own behalf in the lead- 
ing weekly insurance newspaper you can hardly 
blame agents for wondering why. 


The sound and solvent companies should adver- 
tise regularly during 1932. There never wasa 
time when it was so important for their real 
worth and standing to be established clearly in 
the minds of the rank and file of agents. 


(Number 14 of a series devoted to the 
merits of National Underwriter advertising) 
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New York Life Is 
“On the Air 


HOUSANDS of congratulatory let- 
ters about our radio programs 
have been received. The purpose 
of these broadcasts is primarily to 

promote the conservation of insurance; and 

the Company hopes that life insurance, in 
general, as well as the New York Life will 


benefit. 
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The agents of all companies are invited to 
tune in on our programs every Tuesday 
evening on any of the following 

stations: 





vie 





eta 
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Time...........New York .........(WJZ) 


9:30 Eastern 
e - we cece deh messcceeccane 





ATA ANT AIAN 










sas - fo eeesemess Springfield .......(WBZA) 

“ e “  o.seseu++-Baltimore ........(WBAL) 

= . *  oseesemweessRichmond .......(WRVA) 

we III Rochester... (WHAM) 
nets Cleveland ......).(WGAR) 
- sd scccccnwee Pittsburg ........(KDIKA) * 
° . a s 
os " ¢  .eeeeenes Cincinnati ........(WLW) ° 
8:30 Central Time...........Chicago .........(WENR) & 
ee, es eee: ia a 
ne . e eeseeeeeessMansas City .....(WREN) S 





++eeeeee..-Council Bluffs, Ia. (KOIL) 
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HOME OFFICE BUILDING 


NEW YORK LIFE 
INSURANCE COMPANY 


51 MADISON AVENUE 
NEW YORK, N. Y. 
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New Business Figures Compared | 
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—Life Insurance Sales Research Bureau 








Annual Statements Are Scanned | 
With Keen Interest This Year| 





Life insurance totaling $3,430,199,181, 
including insurance reinstated and in- 
creased, was written by the Metropolitan 
Life in 1931, an amount which surpassed 
not only the 1930 figure but the cor- 
responding amount for the record year 
of 1929, President F. H. Ecker states. 

The company will continue its present 
dividend scale. <A total of $102,400,764 
has been declared payable to all classes 
of policyholders in 1932. This is the 
first time the dividend total has passed 
the $100,000,000 mark. This is an in- 
crease of nearly $8,000,000 over divi- 
dends declared a year ago. Mr. Ecker 
credited this to the increased volume 
and duration of the company’s business. 

Assets are $3,590,000,000, an increase 
of about $280,000,000 for 1931. Income 
for the year was $907,093,871 or about 
$3,000,000 for each business day. Of the 
amount declared for dividends $52,500,- 
000 will be paid to ordinary policy- 
holders, nearly $47,500,000 will be paid 
to industrial. policyholders, and the bal- 
ance will be paid on accident and health 
policies. 

Much interest is taken in the new 
statement of the Missouri State Life as 
of Dec. 31, showing new business $157,- 
237,348 and insurance in force $1,124,- 
983,380. Its assets are $154,944,350, the 
main items being bonds $34,693,325, 
mortgage loans $39,499,247, real estate 
$17,929,978, real estate and sales con- 
tracts $4,233,460, policy loans $42,309,- 
260, outstanding and deferred premiums 
$4,403,912, stocks $4,366,175, accrued in- 
terest on investments $2,637,387. Its 
policy reserves are $139,304,872, appor- 
tioned for dividends $1,024,301, contin- 
gency reserve for investments $500,000, 
capital $5,000,000, net surplus $1,040,652. 

Columbus Mutual 


The Columbus Mutual shows total 
assets as of Dec. 31, $21,004,281; capital, 
$500,000; surplus, $1,295,168; insurance 
in force, $139,544,643; gain, $2,471,376. 
The present dividend schedule will be 
continued during 1932. All officers, 
headed by President D. E. Ball, were 
reelected. Carl Mitcheltree, secretary, 
reported savings during 1931 from ex- 
pense loading, excess interest earnings 
and mortality. The mortality ratio was 
42 percent. Total income during the 
year was $6,621,000 and disbursements 
$4,468,000. 


Ohio National Life 


The Ohio National Life shows insur- 
ance in force as of Dec. 31, $113,356,493 
as compared with $85,120,791 a year ago. 
Its assets are $18,427,231 as compared 
with. $13,890,812 a year ago. Its capital 
is $828,554 and net surplus $444,758. The 





policy loans amount to $40,076,464. Its 
mortgages are $10,218,697 and bonds 
$2,512,779. It owns $721,615 in real es- 
tate, being less than 4 percent of the 
entire assets. 

Lincoln National Life 


Some high spots in the annual state- 
ment of the Lincoln National Life are as 
follows: New insurance $176,979,000; in- 
surance in force $924,289,000; gain $33, 
396,700 or 4 percent; assets $83,189,000, 
gain $6,951,000 or 9 percent; paid pol- 
icyholders last year $13,980,000, increase 
$3,134,000, capital $2,500,000 unassigned 
surplus $3,500,000. Of the assets $49,- 
030,814 are in mortgage loans of which 
$11,279,461 is on farm property and $37,- 
751,353 on city property. The average 
yield was 5.91 percent. Its bonds are 
$3,203,816, yielding 5.25. The common 
and preferred stocks are $2,358,990, 
yielding 5.51. Real estate owned 











amounts to $7,038,040 which includes the 
home office building valued at $2,284, 
037. Policy loans are $14,886,607. The 
company therefore in spite of a tre 
mendously hard year shows a good rec- 
ord in earnings. Its statement reflects 
financial stability. 

The National Life of Vermont has 
issued its annual statement showing a* 
sets $144,508,326, increase $6,165,951 
The surplus is $8,245,935, gain $105,818 
The market value of bonds fixed by the 
insurance commissioners made the su! 
plus $8,999,681 or $753,745 more thao 
the company held. The gain in surplus 
on the commissioners’ standard is $414- 
656. The company paid last year $18- 
411,894 to policyholders. Its policy 
loans were $10,392,517 as against a tel 
year average of $4,326,410, which shows 
the great demand made on companits 
by policyholders. The new business ws 
$54,663,139, which was $21,493,472 less 
than the record year of 1930. Annu 
ties last year, however, were $1,224,5% 
as compared with $932,831 showing @ 
very lively interest in this form of co? 
tract. The insurance in force is 10% 
$613,584,415, compared with $616,859, 
319 a year ago. The mortality ratio § 
60.9 as compared with 59.14 in 1990. 
The National Life continued its dividené 
scale this year, setting aside $4,806,9% 
for that purpose. Its premium incomé¢ 
was $19,914,027, total income $29,534,30% 
total disbursements $22,781,846. It * 
one of the rock ribbed companies. 

Manufacturers Life 

The Manufacturers Life of Canada ™ 
its new statement shows assets $11 
527,218, gain $6,500,000. Of the assets 
the largest amount is invested in bonds 
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(From The National Underwriter) 


Home Life’s Sound 
Position Set Out 


E. I. Low, at General Agents Con- 
ference, Analyzes Investment 
Structure 


With men in the field interested as 
never before in the investment portfolios 
of their companies, one of the outstand- 
ing features at the general agents’ con- 
ference of the Home Life of New York 
in New York City this week was the 
analysis of the Home’s investment situa- 
tion by E. I. Low, chairman of the 
hoard. 

The cash position of the Home is 
strong, according to Mr. Low, its bank 
halance for the last several months hav- 
ing been two or three times normal, and 
on Dec. 31 amounting to more than 
$990,000. “We have maintained this bal- 
ance,” Mr. Low declared, “to insure 
against the necessity of selling any of 
our securities at the present market 
prices, which are far below their intrin- 
sic worth, or in the event of any unfore- 
seen contingency, such as a heavy in- 
crease in our policy loans.” 

Investment Income O. K. 

Of the Home’s $21,000,000 of bonds 
and $2,600,000 of preferred stock, pro- 
ducing an income of more than $1,150,- 
(00 annually, Mr. Low said that during 
1931 coupons amounting to only $7,500 
on one block of bonds and dividends of 
only $1,500 on one issue of preferred 
stock were not paid. 

Of the Home’s $30,455,330 of mort- 
gages, producing income during the year 
of $1,670,683, only $9,303 or .55 percent 
was unpaid Dec. 31. 

Of the Home's $2,016,105 of unguaran- 


teed mortgages, only two pieces of 
property have been taken under fore- 
closure—one covering a mortgage of 
$4,000 and the other for $12,000. At 


present, according to Mr. Low, there are 
only two foreclosures pending, one for 
$7,500 and one for $8,100. 
Guaranteed Mortgages 

Neither principal nor interest on the 
Home’s $28,439,225 of guaranteed mort- 
gages has been lost, Mr. Low said. The 
guaranteeing company, in every default, 
has taken over the mortgages, paying 
the principal and interest in full or, at 
the option of the Home, substituting 
other mortgages. This, he said, amply 
demonstrates the value of guaranteed 
mortgages and the strength of the mort- 


kage companies with which the Home 
(oes business. 
lo summarize, Mr. Low said that of 


normal expected investment income for 
mortgages, bonds and preferred stock 
lor 1931 of $2,830,000, only $18,303 or 
64 percent was unpaid. 





(From The Eastern Underwriter) 
Expansion Features 
Home Life 1932 Plans 


PRESIDENT FULTON OPTIMISTIC 





Company Continues Disability Feature; 
New Policy Forms Give Broad 
Equipment 


_ The Home Life of New York is enter- 
ing the new year with plans for vigor- 
ous expansion and business development, 
New policy forms and selling methods, 
President James A. Fulton told the gen- 
eral agents at the conference held in 
New York this week. He said public 
“ppreciation of life insurance is at a high 
tide and the agents can make it a good 
year it they determine to do so. 


Home Life 


The general agents of the Home Life 
of New York are meeting at the new 
Waldorf-Astoria in their annual round 
table conference with the officers of he 
company. The meeting started yesterday 
and will continue throughout today. 

This conference launches the 1932 pro- 
gram of the company which is marked 
by a number of new features that were 
greeted with enthusiasm by the field rep- 
resentatives. The keynote of the meet- 
ing and of the agency force is “Organ- 
ized Effort,” and the Home Life’s new 
“Simplified Selling Plan” is an important 
part of the new program. 

Among the new features 
enthusiastically received in 


which were 
addition to 





From The Eastern Underwriter) 


General Agents Greet 
News of New Policies and Plans 


the “Simplified Selling Plan” was the new 
series of Retirement Income policies 
which are planned to meet conditions 
confronting the agent in the field today. 
A new guide to agency building for gen- 
eral agents and several other additions to 


agency and field equipment were also 
announced. 
The annual banquet of the general 


agents was held Thursday evening and 
was followed by dancing. The announce- 
ment of the winners of service medals 
was made at the dinner and the presen- 
tation of the President’s Cup to Harry 
Jacoby, New York, leading agency of the 
company, took place. This is the third 
consecutive year he has won this cup and 
it now becomes his property. 








The Essential 


nation for any cause. 


result, our General Agents have: 
building. 


agency development. 


the old method. 


ETHELBERT IDE LOW, 
Chairman of the Board. 





Home Life Agency Program 


FIRST: Sales activity shall, to the largest possible extent, be 
carried on in the General Agency. @ This grows out of our belief that 
the General Agent can formulate and execute his own sales plans better 
than the Company. By eliminating elaborate Home Office activities, we 
are able to give more to the General Agent, such as: 


Full vested renewals with no penalties or deductions in case of termi- 


Liberal and flexible expense allowance which automatically and con 
tinuously provides funds for mew agency development. 


SECOND: Clerical and routine activities shall, to the larg- 
est possible extent, be carried on by the Company and not in the General 
Agency. @ This arises from our belief that the Company can perform 
these functions better and at less cost. @ A part of this plan is central- 
ized collection agencies in New York, Chicago and Philadelphia, reliev- 
ing the General Agents of this onerous and expensive problem. @ Asa 


Time to devote themselves wholeheartedly to the job of agency 
Money, under our expense arrangement, to vigorously carry forward 


A contract to offer Soliciting Agents which, like the General Agent's 
contract, is free from penalties and restrictions. 

An opportunity to offer to those of their Soliciting Agents who are 
ambitious to become General Agents, a chance to establish ther own 
agencies sooner and on more favorable terms than was possible under 





A COMPANY OF OPPORTUNITY 


Factors in the 


JAMES A. FULTON, 
President. 





HOME LIFE INSURANCE COMPANY 








new year with a feeling of assurance and 
optimism,” -said President Fulton. “The 
company’s financial position is strong and 
stable. The wisdom of its conservative 
method of investment whereby safety 
has always been made the first consid- 
eration has been amply demonstrated in 
the trying period of the last year. 


New Policy Forms 

“New business, while somewhat less 
than the preceding year, has held up re- 
markably well under the circumstances 
and insurance in force shows a substan- 
tial increase. With the introduction of 
the new Life Income contracts, the 
Home Life presents a line of policies 
which, while simple in form, cover in an 
unusually adequate way, practically ev- 
ery life insurance need. The Preferred 
Whole Life Policy—the unique Educa- 








Annuity con- 


icy, and finally the new 
for the buyer 


tracts, offer a wide range 
of insurance. 

“We are continuing to grant total and 
permanent disability coverage on a lib- 
eral basis to that group of people which 
experience has shown are the best dis- 
ability risks. 

“Unlike our chairman of the board, I 
shall indulge in prophecy. It is this: 
1932 will be a good year for those who 
make it a good year. Public apprecia- 
tion of the value of life insurance is at 
high tide. Millions of people who have 
temporarily had to drop life insurance 
gre ready to replace it as soon as their 
personal adjustments to the present 
situation have been completed. Faith in 
ourselves and in our business, and prop- 
erly directed effort, will bring results.” 

“The Home Life’s plans for 1932 con- 





(From The Insurance Field) 


HOME LIFE’S KEYNOTE 
IS ORGANIZED EFFORT 





Sounded at General Agents’ 
Convention in New York, 
When Plans Were Made for 


Record Year in 1932. 





New progress and expansion is in 
store for the Home Life of New York, 
to judge from the spirit displayed 
when the general agents of the com- 
pany opened their annual round 
table conference at the new Waldorf- 
Astoria in New York City January 7 

The keynote, “Organized Effort,’ 
was sounded by C. C. Fulton, Jr., su- 
perintendent of agencies, at the first 
session, followed by addresses by 
Ethelbert Ide Low, chairman of the 
board, and President James A. Ful- 
ton. Superintendent Fulton said the 
company’s program for 1932 is neither 
fantastic nor visionary, and con- 
tinued: 


The objectives for the company and 


for the individual agencies have been 
set up only after a thorough study of 
conditions and we confidently expect 


the practical attainment of them. 


Given Strong Support 

Kvery man has the satisfaction 
knowing that he is building perma- 
nently for himself for the future be- 
cause renewals, both to agents and 
general agents, are absolutely and un- 
conditionally vested after they have 
once made a start. Our expense ar- 
rangements, which like our contracts, 
are standard, provided not only for tak- 
ing care adequately of the normal ex- 
penses of an office, but automatically 
create funds to carry forward a vigor- 


of 


ous program of building and develop- 
ment. 

The company makes no attempt to 
perform for the general agent those 


agency building functions which, in our 


judgment, he can perform far better 
than we can. No elaborate home office 
agency organization is maintained nor 
contemplated, The money that would 
zo into such an organization is being 
placed at the disposal of the general 
agents in the fleld who must actually 


do the job. 


Agency Growth Planned 

Our new simplified selling plans 
agents and our guide to profitable 
agency building for general agents set 
forth in the simplest possible terms 
those fundamental processes which ex- 
perience has demonstrated will bring 
success in selling and in agency build- 
ing. 


for 





(From The Weekly Underwriter) 
HOME LIFE MEN CONFER 
ON PROGRAM FOR 1932 


Accomplishments of 1931 Reviewed by 
Chairman Low—Chief Officials Speak 
—Ellis Heads Association 
At an enthusiastic two-day conference of 
general agents of the Home Life of New 
York held at the Waldorf-Astoria, plans 

for 1932 production were discussed 

It was announced that the 1933 meeting 
of the President’s Club would be held at 
Banff, Alberta. This year's meeting of 
the club will be at Hollywood-By-The-Sea, 
Fla., January 20-24. 








ated nny angle, those of us asso-| tional Income Contract—the Family In-| template vigorous growth and expan- Thirty-seven representatives of the com- 
“ratee with the Home Life can enter the | come Policy, the Personal Income Pol- | sion.” pany have qualified for the trip. 
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Years of Service 


On November 23, 1931, the 
Missouri State Life entered its 
40th year of service. The Com- 
pany ranks today as one of the 
leading old line legal reserve 
life companies of the United 


States. 


In past ten years 


Insurance in force increased 230% 
Admitted Assets increased 358% 


The Company’s multiple line of 
Life, Accident & Health, 
Group and Salary Savings pro- 
vides a contract to fit every life 


insurance need. 


A Good Company to Represent 





MISSOURI STATE LIFE 
INSURANCE COMPANY 


Home Office, St. Louis 


stocks $2,500,548, policy loans $22,338,- 
736. Its new business was $76,597,820, 
decrease 7 percent. The insurance in 
force is $542,449,546. It paid policy- 
holders and beneficiaries $14,348,063. 
Setting aside a dividend reserve of $6,- 
019,818 and a contingency reserve of 
$500,000, the surplus is now $2,778,929. 
Its total income last year was. $29,215,- 
949, gain $1,849,916. The company is 
continuing its interest rate of 5 percent 
on amounts left with it on deposit. The 
total expenses last year were $5,300,000, 
decrease $200,000. Of its mortgage loans 
75 percent are on improved city prop- 
erty and 25 percent on farm. The 
amount of overdue interest on city 
property is less than one-sixth of 1 per- 
cent. The rate of interest earned on 
its invested funds was 6.2 percent. Last 
year $3,450,000 was paid in dividends to 
policyholders. 

The Massachusetts Mutual Life an- 
nual statement shows new insurance 
$228,816,219, insurance in force $2,158,- 
552,605, increase $61,821,890, death 
claims $16,796,392, mortality ratio 56.5 
797,004, total payment to policyholders 
and beneficiaries $50,162,229, expense 
ratio 13.5 percent, average rate of in- 
terest on $17,473,927, the year’s invest- 
ment in mortgage loans, 5.59; on total 
mortgage loans 5.58; average yield on 
$18,418,490 invested bonds during the year 
4.89; average annual yield on total in- 
vested assets 5.06 percent; assets $426,- 
899,037, increase $34,133,528, surplus 
$17,280,410, premiums $73,181,916, total 
income $108,335,640, total disburse- 
ments $73,500,251. 


New York Life Figures 


The New York Life paid for $673,- 
123,000 new business in 1931, making 
its total insurance in force $7,657,373,158, 
a gain of $30,653,383. Its 1931 premium 
income was $290,723,091, an increase of 
$8,023,559. Total income was $427,189,- 
142, a $20,363,049 gain. Policyholders 
and beneficiaries were paid $227,583,935, 
an increase of $26,328,833. 

Despite conditions the Pan-American 
Life had a very satisfactory experience 
in 1931, President Crawford H. Ellis 
reported to stockholders at their annual 
meeting. Income from interest and 
from insurance premiums, both new and 
renewal business, showed substantial in- 
creases. A gain of nearly $2,000,000 
in assets, makes the total $29,076,473. 
The Pan-American paid to policyholders 
and beneficiaries $2,900,000. Insurance 
in force at present totals over $187,000,- 
000. All officers and directors were re- 
elected. 

Total assets of the Reliance Mutual 
Life of Chicago amounted to $722,000; 
surplus, $14,000; new paid _ business, 
$351,000; insurance in force, $2,616,000, 
increase $257,000; premium income, $65,- 
000; total income, $100,000; paid policy- 
holders and beneficiaries, $42,000; total 
disbursements, $75,000. 

Actuary H. O. Carlson states that no 
mortgage loans or bonds are in default 
as to interest. Mortgages owned total 
$425,000, or about 60 percent of assets. 


Provident Mutual Life 


At the annual meeting of the Provi- 
dent Mutual Life it was shown that the 
assets are now $256,408,000, gain $10,- 
800,000; surplus $18,709,000, increasing 
from $18,351,000. The income increased 
$2,000,000. Insurance in force is $1,- 
029,800,000. Payments to policyholders 
totaled $30,800,000, increase $3,000,000. 
Of the $412,900,000 paid to policyholders 
since the company was established in 
1865, $287,900,000 has been paid to liv- 
ing policyholders. The new business last 
year was $109,500,000. Although this is 
less than the 1930 figures the last five 
months of the year showed a gain of 
$3,000,000 over the corresponding period 
of 1930. Net losses on account of auto- 
mobile and other accidents, suicides and 
canver were above the average in 1931. 























Losses from tubreculosis and other 
respiratory diseases were below the 
average. 





Life Presidents Will 
Seek New Pastures 





The next annual convention of 
the Association of Life Insurance 
Presidents will move from the 
Hotel Astor, where it has held its 
annual gathering for many years, 
to the new Waldorf-Astoria. This 
is quite a break from old associa- 
tions. The time is Dec. 8-9. The 
business sessions will be held in 
ow Astor gallery on the third 

oor. 

















assets as of Dec. 31, a gain of $28,598. 
063. Its reserves total $619,207,289, a 
$33,247,884 gain. 

President L. Edmund Zacher, in a 
statement to the stockholders, pointed 
out that the total income of the Trav- 
elers had not materially changed during 
a period when many classes of business 
had suffered severely. He pointed out 
also that there are more promising in- 
dications of a general business recovery 
now than there had been in many 
months, but that any forecasts on the 
slowness or speed with which recovery 
will come are merely guesses upon 
which no reliance can be placed. 

During 1931 the three Travelers com- 
panies paid out $113,771,821 in benefits 
to policyholders and beneficiaries, bring- 
ing total distributions since organiza- 
tion up to $1,049,164,609. 


Old Line Life of America 


President R. F. Fry of the Old Line 
Life of Milwaukee in presenting its an- 
nual report says, “It has always been 
the firm conviction of the officers of 
this company that a practical demon- 
stration had been made that the foun- 
dations of the Old Line Life of Amer- 
ica, so solidly built, will continue strong 
and secure long after the present gen- 
eration is gone.” It has 35 different 
plans of insurance including a complete 
line of accident and health policies. It 
has $94,646,331 life insurance in force 
Its new business last year was $11,634- 
199. Its assets are $17,338,439, increas¢ 
$1,067,721. Its capital is $1,000,000 and 
its net surplus $647,086. It puts up 
$225,000 contingency reserve. It had 
$292,371 new first year life premiums 
$2,434,676 renewals, and $211,297 accr 
dent and health premiums. Its total i- 
come was $3,835,774. It paid life policy- 
holders $1,574,336 and accident and 
health $85,116. Its total disbursements 
were $2,779,808. The company makes 4 
very good showing. 


New England Mutual Life 


Despite depressed conditions the New 
England Mutual Life increased its new 
business over th eprevious year by mort 
than $1,250,000, paying for $138,000,00 
new insurance. The insurance in force 
was increased by better than $43,000,000 
making a grand total of $1,37,000,000 
Unlike most current reports in other 
lines of business, the New England Mv 
tual shows an even stronger financia 
position than ever before. The gross 
surplus has been increased and now 
stands at over $30,000,000; from it the 
regular dividend scale has been mail 
tained by voting $11,350,000 for distribe- 
tion to policyholders during 1932. > 
present net surplus of $17,000,000 is th 
largest in its history and does not * 
clude an additional $1,750,000 held ™ 
dependently as a stabilizer for invest 
ment fluctuations. During 1931 the 
average annual yield on total investe 
assets was 5.40 percent. The compan! 
was incorporated by the commonwealt 
of Massachusetts in 1835. J 

Total payments to policyholders ™ 
1931 were in excess of $33,000,000, 1° Iie 
largest for one year in its history. }'© By 
a very striking fact that two-thirds © 
this amount, or $21,000,000 otf whic 
one-half was dividends, was paid to !™ 
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The Travelers reported $661,521,006 





ing policyholders. 

















the 
_— -_ 


more 

surplu 
icyhol 
ing co 


Insurar 
Premiu 
Dividen 

policy 


Unassig 


a the 
$400.08 
come 

increa: 
previo. 


In «x 
annua) 
empha: 
the iny 
norma! 
from 
ferred 
only $1 
dredths 

Jame 
“From 
Sociate 
ance € 
year y 
and op 
year fo 
year, 
Value « 
tide. } 
tempor: 
iNsuran 
Soon as 
to the 
comple 
for 19; 
8rowth 


(Fr 


Hc 

The } 
continu: 
dends u 


es 


T 


—ee 











28,598,- 
289, a 


L: @ & 
pointed 
- Trav- 
during 
usiness 
ted out 
ing in- 
-CcOVery 
many 
on the 
-covery 
; upon 


'$ com- 
rene fits 
_ bring- 
ganiza- 


id Line 
its an- 
s been 
-ers of 
demon- 
> foun- 
Amer- 
strong 
it gen- 
ifferent 
ymplete 
ies. 
force 
11,634, 
ncrease 
100 and 
uts up 
It had 
miums 
7 accr 
otal in- 
policy: 
1t and 
ements 
rakes a 


ie New 
ts new 
y more 
000,000 
n force 
00,008, 
00,000 
| other 
id Mv- 
nancia! 
gros» 
now 
it the 
main- 
‘stribu- 
The 
) is the 
not in- 
eld mm 
invest 
31 the 
vested 


d 

















January 29, 1932 


LIFE INSURANCE EDITION 








11 











T HE HOM 


E LIFE 


INSURANCE 


COMPANY 


OF 


N EW 


YORK 





(From Brooklyn Times) 


HOME LIFE ASSETS 
UP TO $79,149,252 


1931 Report Also Shows 
Gains in Insurance in Force 
and Premium Income. 





An increase of more than $3,500,- 
000 in assets, nearly $100,000 in un- 
assigned surplus, $200,000 in reserve 
for security fluctuations, nearly 
$500,000 in premium income and $4,- 
400,000 in insurance in force is 
shown in the 724 annual statement 
of the Home Life Insurance Com- 
pany, New York, made public to- 
day by Ethelbert Ide Low, chair- 
man of the board. 

The statement shows total ad- 
mitted assets of the company on 
December 31, 1931, of $79,149,252, 
compared with $75,573,884 in. the 
previous annual statement. The 
classification of assets shows only 
$17,742 in real estate holdings ac- 
quired under forecl e, pared 
with $13,558 a year ago, an increase 
of only $4,200 in the year. Cash in 
hand is $992,269, compared with 
$318,381 a year ago. 

Policy reserves and funds in- 
creased during the year from $67,- 
221,875 to $70,296,542, a gain of over 
$3,000,000. The reserve set aside 
for security fluctuations is $600,000, 
covering the difference between 
values of preferred and common 
stocks on the basis specified by the 
National Convention of Insurance 
Commissioners 4nd actual market 
values of Dec. 31, 1931. The funds 
set aside from earnings of 1931 for 
policy dividends to be paid during 
1932 are $2,460,000, a gain of $50,- 
000 over a year ago, The directors 
approved the continuance of the 
same dividend scale for 1932 as was 
used in the past year. 

Unassigned surplus is $3,164,574, 
a gain of nearly $100,000 over last 
year’s total of $3,077,093. 


Growth Rapid in Past Decade 


The company has very nearly 
doubled most of the items on the 
statement in the past ten years and 
more than trebled the unassigned 
surplus and dividends paid to pol- 
icyholders, as shown by the follow- 





ing comparison: 
1921. 1931 

Insurance in force $223,116,887 $404,490,591 
Premium income. 6,990,490 11,962,498 
Dividends paid to 

policyholders __ 729,027 2,381,522 
scets ____ ~— 43,222,328 79,149,252 
Unassigned surplus 980,991 3,164,574 


As shown by these figures, the 
growth of the company in the past 
ten years has nearly equalled that 
of its first 60 years of operation. 

The total insurance in force at the 
end of the year, $404,490,591, is a 
sain of $4,400,000 over that in force 
at the end of the previous year, 
$400,086,306, Total premium in- 
come last year was $11,962,498, an 
merease of nearly $500,000 over the 
previous year. 


Investment Position Strong 
In commenting on the company’s 


annual statement, Chairman Low 
monasized the strong position in 


investment items, saying, “Of a 
mal expected investment income 
—_ mortgages, bonds and pre- 
erred stocks for 1931 of $2,830,000, 
< $18,303 or sixty-four one-hun- 
redths of one per cent., was unpaid. 
x A. Fulton, President, said, 
rom every angle, those of us as- 
ated with the Home Life Insur- 
nee Company can enter the new 
year with a feeling of assurance 
and optimism. 1932 will be a good 
year for those who make it a good 


— Public appreciation of the 
tide of life insurance is at high 


Millions of people who have 
igmborarily had to curtail their life 
mae © are ready to replace it as 
= = oe their personal adjustments 

© present situation have been 


rae The Home Life’s plans 
growth o contemplate vigorous 


nd expansion.” 
ee 
(From National Underwriter) 


. Home Life of New York 
he Home Life of New York is 


(From New York Times) 


Reports Death Rate Decreased 


For the third successive year the 
death rate among the policy holders 
of the Home Life Insurance Com- 
pany of New York has decreased, 
according to the annual report of 
the actuarial department of the 
company. The ratio of actual mor- 
tality to the mortality expected in 
1931 was about 2 points less than in 
1930 and 6.5 points less than in 1929. 


(From New York Sun) 


Home Life Insurance 
Reports 1931 Business Gain 
The seventy-second annual state- 


ment of Home Life Insurance Com- 
pany, Nev Wate -owewwtann he eee 








(From Wall Street Journal) 


HOME LIFE INSURANCE 
ASSETS UP TO $79,149,252 


December 31 Total Compares with 
$75,573,884 Year Previous—Cash 
More Than Tripled 


Statement of Home Life Insurance Co., New York, 
for year ended December 31, 1931, shows total ad- 
mitted assets at close of the period of $79,149,252 
comparing with $75,573,884 a year previous. Cash 
on hand was $992,269 against $318,381. 

Policy reserves and funds increased during the 
year to $70,296,542 from $67,221,875, a gain of more 





than $3,000,000. The reserve set aside for security 


(From Boston Transcript) 


Modified Disability Benefit 


The Home Life of New York has 
announced that it will continue the 
writing of the disability benefit un- 
der a revised contract. The new 
contract is being issued at the same 
rates as the old, the principal 
changes being an increase in the 
waiting period from four to six 
months and a period of six months 
instead of twelve for the dating 
back of income payments in cases 
of delayed submission of a claim. 


(From Philedelphie Public Ledger) 


HOME LIFE INSURANCE 
ASSETS GAIN $3,500,000 


Public Ledger Burcou 

















Virtually No Defalcations 


“We hold $30,455,330 of mort- 
gages,” he continued. “Interest re- 
ceived during the year on these 
mortgages amounted to $1,670,683— 
$9,313 or 55-100ths of 1 per cent 
were unpaid on December 31.” 
Speaking of foreclosures on mort- 
gaged property, Mr. Low stated that 
the company had taken over only 
two pieces of property, one covering 
a mortgage of $4,000 and one for 
$12,000. In addition there are two 
foreclosures pending, one for $7,500 
and one for $8,100. 

Out of the $30,455,330 of mortgage 
loans, Mr. Low said that $28,439,225 
were guaranteed by strong com- 
panies. “In every case,” he declared, 
“where there had been a default in 
either payment of interest or taxes, 
the guaranteeing company has in 
every case taken the mortgages 
over, paying us the principal and 
interest in full or, at our option, 








substituting the mortgages.” 








fluctuations was $600,000, covering the difference be- 
tween values of preferred and common stocks on the 
basis specified by the National Convention of Insur- 
ance Commissioners and actual market values of 
December 31, 1931, for policy dividends to be paid 
during 1932 are $2,460,000, a gain of $50,000 over a 
year ago. The directors approved continuance of the 
same dividend scale for 1932 as was used in the 
past year. 

Unassigned surplus is $3,164,574, an increase of 
nearly $100,000. The total insurance in force at end 
of year was $400,086,306, a gain of $4,400,000. Total 
premium income last year was $11,962,498, an in- 
crease of nearly $500,000 over the preceding year. 

In ting on pany’s annual statement, 
Ethelbert Ide Low, chairman of the board, empha- 
sized the strong position in the investment items, 
saying, “of a normal expected investment income 
from mortgages, bonds and preferred stocks for 1931 
of $2,830,000 only $18,303 or sixty-four one hun- 
dredths of one per cent was unpaid.” 
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mon stocks on the basis specified by 
the National Convention of Insur- | 
ance Commissioners and actual 
market values of December 31, 1931. | 
The funds set aside from earnings | 
of 1931 for policy dividends to be | 
paid during 1932 are $2,460,000, a/| 
gain of $50,000 over a year ago. The 
directors approved the continuance | 
of the same dividend scale for 1932 
as was used in the past year. 

Unassigned surplus is $3,164,574, a 
gain of nearly $100,000 over last 
year’s total of $3,077,093. 


(From Brooklyn Eagle) 


Home Life Insurance Gains 


An increase of more than $3,500,- 
000 in assets, nearly $100,000 in un- 
assigned surplus, $200,000 in reserve 
fluctuations, nearly 
in premium income and 
$4,400,000 in insurance in force is 
shown in the 72d annual statement 
of the Home Life Insurance Com- 








pany, New York, 


| between 


(From New York Times) 


HOME LIFE REPORTS 
GAIN IN INSURANCE 


Total in Force Up $4,404,285 
in 1931 to $404,490,591 — 
Premiums Rise $500,000. 





The seventy-second annual report 
of the Home Life Insurance Com- 
pany of New York shows a gain of 
more than $3,500,000 in assets, an 
increase of nearly $100,000 in unas- 
signed surplus, an advance of $200,- 
000 in reserve for security fluctua- 
tions, a rise of nearly $500,000 in 
premium income and a gain of $4,- 
404,285 in insurance in force. 

The statement, issued by Ethel- 
bert Ide Low, chairman of the 
board, shows total admitted assets 
on Dec. 31, 1931, of $79,149,262, 
against $75,573,884 the year before. 
Policy reserves and funds increased 
to $70,296,542 from $67,221,875. The 
reserve set aside for security fluctu- 
ations is now $600,000, covering the 
difference between values of pre- 
ferred and common stocks on the 
basis specified by the National Con- 
vention of Insurance Commissions 
and actual market values of Dec. 
31, 193}. 

Unassigned surplus is $3,164,574, 
comparing with $3,077,093 the year 
before. Funds set aside from 1931 
earnings for policy dividends to be 
paid in 1932 are $2,460,000. The di- 
rectors approved the same dividend 
scale for 1932 as was used last year. 

Total insurance in force at the 
end of the year was $404,490,591, 
comparing with $400,086,306 the year 
before. Total premium income was 
$11,962,498. 

Mr. Low commented on the posi- 
tion in the investment items in his 
report, saying that “of a normal ex- 
pected investment income from 
mortgages, bonds and preferred 
stocks for 1931 of $2,800,000, only 
$18,303. or 64-100 of 1 per cent. was 
unpaid.” The classification of as- 
sets shows only $17,742 in real es- 
tate holdings acquired under fore- 
closure, compared with $13,558 a 
year ago. Cash in hand is $992,269, 
compared with $318,381 a year ago. 


(From Chicege Journal of Com.) 


HOME LIFE OF N. Y. 
REPORTS 1931 GAINS 


Increases Apply to Assets, Re- 
serves, Income, Amount in 
Force Up to $4,400,000 


Increases of more than $3,500,000 
in assets, nearly $100,000 in unas- 
signed surplus, $200,000 in reserve 
for security fluctuations, nearly 
$500,000 in premium income and 
$4,400,000 in insurance in force is 
shown in the 1931 statement of the 
Home Life Insurance Company of 
New York. 

The statement shows total ad- 
mitted assets on December 31, of 
$79,149,252, compared with $75,573,- 
884 the year before. Policy reserves 
and funds increased during the year 
from $67,221,875 to $70,296,542, a 
gain of over $3,000,000. The reserve 
set aside for security fluctuations 
is $600,000, covering the difference 
values of preferred and 
common stocks on the basis speci- 
fied by the National Convention of 
Insurance Commissioners and ac- 
tual market values of December 31, 
1921. 

Unassigned surplus is $3,164,574, a 
gain of nearly $100,000 over iast 
year's total of $3,077,093. 

The insurance in force totaling 
$404,490,591, is a gain of $4,400,000 
for the year. Total premium income 
last year was $11,962,498, an in- 
crease of nearly $500,000. 





(From Buffalo Courier-Express) 


HOME LIFE INSURANCE SHOWS 
$3,500,000 GAIN IN ASSETS 


New York, Jan. 18—An increase of more 
than $3,500,000 in assets, nearly $100, 

aned in i d surplus, $200, 
in reserve for security fluctuations, nearly 
$500,000 in premium income and $4,400,- 
000 in insurance in force is shown in the 
72d annual statement of the Home Life 
Insurance Company, New York, made 
public today by Ethelbert Ide Low, chair- 
man of the board 

The statement shows total admitted as- 
sets of the company on December 31, 1981, 
of $79,149,252, compared with $75,673,884 
in the previous annual statement. 





classification of assets shows only $17,742 
in real estate holdings acquired under fore- 
closure, compared wi! 


$13,558 « year ago, 


an increase of only $4,200 in the year. 
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W hen the Case Calls for 
A Retirement Annuity 


Life insurance to protect the family 
during the earning period—then a retire- 
ment annuity for the remaining years. 


Our Retirement Income plan guaran- 
tees a monthly life income beginning at 
the age elected—between 50 and 70—or 
the full cash value in one payment. Lib- 
eral death benefits and cash values up to 


retirement. 


This contract is within the reach of 
anybody who can save regularly from 


ers, call your local office or address 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 


For rate and advertising fold- 

















Prescribe Exactly 


No doctor would offer the same 
prescriptions to all of his patients. 
An agent too should be able to 
choose from a wide variety of con- 


tracts in order to make his economic 
prescriptions exact. 


Send for booklet 
“The Company Back of the 
Contract” 
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record of more than 
of fair dealing. 


(DELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


Fidelity Offers 
That Variety 


w Rate Life. Family In- 
come and the famous “Income for 
which Fidelity originated. 
Disability benefits — income and 
waiver of premium. Accidental death 
Back of its contracts is a 


suit modern 


half a century 




















Dr. Frank Harnden Joins 


Staff of Berkshire Life 














DR. FRANK HARNDEN 


At the annual meeting of the Berk- 
shire Life, H. L. Amber, vice-president 
and director of agencies, and ‘ 
Crane, paper manufacturer, Dalton, 
Mass., were elected directors. Dr. Frank 
Harnden of Columbus, medical director 
of the Midland Mutual Life, was elected 
medical director of the Berkshire to suc- 
ceed the late Dr. Henry Colt. There 
were 450 agents added to the sales force 
during the year. The new organization 
produced 21 percent of the new business. 
Dr. Harnden is now chairman of the 
program committee of the medical sec- 
tion of the American Life Convention. 

Dr. Harnden has been with the Mid- 
land Mutual nine years, having gone 
to it from the Travelers. 


Debated Before Actuaries 





Comment: on the Swope plan of old 
age pensions or retirement income for 
industry, and suggestions as to methods 
by which the problem might be met on 
a sound actuarial basis, were made by 
Henry R. Corbett, consulting actuary of 
Chicago, in a talk on “Tendencies in 
Retirement Plans,” before the Chicago 
Actuarial Club. 

Mr. Corbett pointed out the problem 
presented in protecting persons already 
long in service and near retirement age. 
as against others who could contribute 
longer to the plan and help build re- 
serves. Setting up reserves to cover past 
employment is the chief problem. 

He suggested setting up reserves for 
future employment and making these 
subject to a small contribution for past 
employment, thus in time evening ac- 
counts. When the older employes come 
to retirement age, he proposed, money 
to take care of them would be borrowed 
from the fund. 

He stressed the importance of assur- 
ing to a worker that he would not lose 
his service rating because of changes in 
employment, particularly in the same 
kind of work, and said the retirement 
plan should not be administered by pri- 
vate industry or by individual com- 
panies, but by a retirement board under 
federal supervision. 


To Have Separate Meetings 


ST. PAUL, Jan. 28—For the first 
time since the division of the Klingman 
agency of the Equitable Life of New 
York, separate district managers meet- 
ing will be held in St. Paul and Minne- 
apolis the closing days of the month. 
District managers of southern Minne- 
sota and southern South Dakota will 
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meet in St. Paul and those of northern 
Minnesota, North Dakota and northern 
South Dakota will meet at Minneapolis. 


Research Bureau Expanding 
Its Agency Building School 





HARTFORD, Jan. 28.—The Life In- 
surance Sales Research Bureau will pre- 
sent in 1932 the most comprehensive 
agency building school schedule yet at- 
tempted. Of particular interest is the 
announcement that a two-week school 
will be given at the University of Ore- 
gon at Eugene, June 6-17. 

Prior to 1931 over 40 representatives 
of home office agency departments had 
attended the managers’ schools to secure 
training in principles and methods of 
agency building. To accommodate a 
larger number and to present a course 
more particularly adapted to their prob- 
lems, a special school was held concur- 
rently with the managers’ school at 
Evanston, IIl., in August. 

It is planned to hold a similar school 
at the Edgewater Beach Hotel in Chi- 
cago, Aug. 22-Sept. 2, concurrently with 
the school for managers which will be 
held at the same location. 

The eastern school will for the third 
time be given at Babson Institute, Bab- 
son Park, Mass., July 11-22. So success- 
ful was the first southern school, con- 
ducted in 1931 at the University of North 
Carolina, that a similar school will be 
held this year at Signal Mountain Hotel, 
Chattanooga; Tenn., April 4-15. 


Vollmar to Western & Southern 


Paul V. Vollmar of Omaha has been 
named assistant vice-president of the 
bond and mortgage loan department of 
the Western & Southern Life. Mr. 
Vollmar has been associated wit! 
Omaha bond houses for 20 years. 


Cc. L. U. Course at Omaha 


The municipal University of Omaha 
is offering insurance classes with courses 
leading toward the C. L. U. degree, 
These consist this year of sociology, 
economics, government and commercial 
and insurance law, and are being at- 
tended in downtown rooms by 20 life 1 
surance men. 


Bankers Life Regional Schools 


The Bankers Life of Iowa held three 
regional schools this month. The total 
attendance was over 1,000. The roster 
at Cleveland was 450, at Omaha 500 and 
at Los Angeles 200. One of the fea- 
tures was the attendance of wives | 
agents at these schools. Altogether ther 
were 150. 


Peanied Bermuda Trip 


The “President's” or “Two-Five-V 
club of the Continental Assurance | 
Chicago will hold its jollification this 
year in Bermuda. The trip is to iollow 
the annual convention which will be held 
in Chicago. 


——— | 


Business Insurance | 


Boosts Stock Value 





| 
Charles H. Virden, head of the | 
Virden Packing Corporation of | 
California and other concerns, die¢ | 
in San Francisco Jan. 25. Mr. | 
Virden was one of the first in that 
section to use life insurance as 4 
protection to stockholders of his 
packing company. He carried 
more than one million and news 
of this had an immediate effect 
upon the market value of the 
stock, which rose from its all-time 
low several points to the highest 
it has been since the financial col- 
lapse in 1930. 





























9, 1932 | 


orthern 
orthern 
eapolis. 


jing 
chool 


jife In- 
ill pre- 
hensive 
yet at- 
is the 
school 
f Ore- 


itatives 
its had 

secure 
ods of 
date a 
course 
r prob- 
-oncur- 
ool at 


school 
in Chi- 
ly with 
will be 


e third 
e, Bab- 
uccess- 
il, con- 
North 
will be 
Hotel, 


Omaha 
courses 
degree, 
iolog) 
mercial 
ing at- 
life in- 


hools 


d three 
le total 

roster 
00 and 
he fea- 
ives ot 
r there 





January 29, 1932 


LIFE INSURANCE EDITION 




































31% of 1931 New Business 


Added to Insurance in Force 


1931 New Busmmess. .. «2.65... 5 2050s» $138;754,355 

—an increase of $1,324,698 over previous year 
Insurance in force (December 31, 1931) . . . . $1,307,691,504 
$43,289, 5560r 31% of New Business added to Insurance in Force. 





Assets. ...... +. $267,927,860 
Liabilities .... . . 250,594,838 


Net Surplus ..... 17,333,022 


Dividends voted for full year 1932 . ...... . $11,350,000 


(This amount, maintaining our present scale, is in addition to the Net Surplus of $1 7333,022 
and the Investment Fluctuation Fund of $1,850,000.) In thirty-three years, no dividend 
scale has been reduced or suspended. 











PRINCIPAL INCREASES OVER PREVIOUS YEAR 


New Insurance Increased. ..... $1,324,698 Dividends Paid Increased .... . $618,291 
Insurance in Force Increased... . 43,289,556 Dividends Voted for 1932 Increased 250,000 
Total Premiums Increased. .... 1,386,263 co eee eee 14,441,325 
Receipts from All Sources Increased 2,938,236 Liabilities Increased ........ 13,437,685 
Paymentsto PolicyholdersIncreased 4,928,907 Net Surplus Increase... ..... 1,003,640 


NEW ENGLAND MUTUAL LIFE 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Georce Wittarp Situ, President 


The Company operates from coast to coast with General Agencies in 58 important cities 
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Life Insurance Day’s Achievements 


A most interesting and formidable story 
could be written if the activities of life 
underwriters in various centers were re- 
corded centering about Life Insurance 
Day and put into a single article. THE 
NATIONAL UNDERWRITER has_ received 
from its correspondents and from offi- 
cers of life underwriters associations all 
over the country most gripping and 
entertaining accounts of what was done 
this year on Life Insurance Day. These 
stories would probably require two- 
thirds of the space given to this issue of 
Tue NATIONAL UNDERWRITER. It is un- 
fortunate that so many other vital prob- 
lems and news incidents come to the 
surface this week so that it is impossible 
to do any justice to the achievements of 
Life Insurance Day. 

This much can be said—never before 
has Life Insurance Day been observed 
by the men in the field and the home 
office production people with so great 
success as this year. Seemingly great 
momentum was gathered by the time 
the eventful day was reached. In many 
cities the members of the local life 
underwriters associations met at break- 
fast. They started to work early, after 
listening to an inspiring talk. At other 
points, a running start was gotten two 
or three days ahead of time. Business 
and civic clubs observed the day by 
having life insurance talks. There was 
a systematic campaign arranged in a 


number of cities where men worked ac- 
cording to rules. The people in many 
localities were made life insurance con- 
scious by the publicity that was given. 
Radio talks were heard, newspapers 
gave space to explanation of the mo- 
tives back of the life insurance: men in 
making prominent this day. 

Perhaps Life Insurance Day in 1932 
assumed far greater importance than the 
similar days of the past because of the 
fact that life insurance during the past 
year is the one great financial institu- 
tion that has stood every test and met 
its obligations to a dot. People today 
are thinking more sanely. They are 
living more normally. They are becom- 
ing ‘acclimated to the more natural 
courses. They are appreciating life 
values more than they have in the past 
years. 

Jecause of the great business cyclone 
they are seeking something enduring 
and permanent. Therefore they regard 
life insurance as the institution that is 
emerging with greater credit than any 
other. It is well that a day be set apart 
that the public may hear something 
about the record of life insurance. It 
is a day when the hard working, ener- 
getic life insurance salesman should be 
given his meed of praise. Life Insur- 
ance Day this year sounded a new note 
of protection, protection of a stronger, 
more enduring, more lasting type. 


All Obligations Promptly Met 


Lire insurance has stood as the one great 
substantial rock ribbed institution in 
this time of great economic and finan- 
cial distress. Very few companies have 
taken advantage of the provisions of 
their policies as to payment of claims or 
meeting loans when required. They 
have paid on the dot, just as soon as 
the details could be completed. 

For instance, the Egurtasre Lire of 
New York in telling of its own exper- 





ience last year states that it paid 20,- 
750 death claims totaling $70,622,487. 
Of these, 99 percent both as to number 
and amount were paid within one day 
of receipt of due proof. It makes the 
statement that in no year of its history 
was the prompt payment of claims 
which had matured at death so highly 
appreciated as this. Therefore the com- 
pany felt it incumbent upon itself to go 
to greater length in meeting its obliga- 





tions promptly so as to aid beneficiaries. 

It is true that in times like this, it a 
person has any equity in any saving 
fund or investment and he can get ac- 
tion quick it means much. Life insur- 
ance obligations have proved to be the 
most satisfactory sinking fund and the 
most rapidly paid. There was no de- 
preciation due to shrinkage. Benefi- 
ciaries undoubtedly appreciate prompt- 
ness in times like this. Certainly those 
who are seeking loans do. Life insur- 


ance both to living policyholders and 
beneficiaries has been a boon never rec- 
ognized before. It has rendered a great 
service to mankind in this trying era, 
Indeed, life companies have almost as- 
sumed the functions of the banks. Life 
insurance has shown a far greater stat- 
ure of statesmanship and business sa- 
gacity than the banking fraternity. This 
day has been the greatest test to which 
life insurance was ever subjected, and 
it has not been found wanting. 











PERSONAL SIDE OF BUSINESS 











George H. Buchanan, Ashland, Wis., 
for the past 33 years with the New 
York Life, has been placed on a pension 
and awarded the degree of Nylic in rec- 
ognition of the amount of business he 
has written for the e company. 


Three life insurance men were com- 
missioned colonels on the staff of Gov- 
ernor Conner of Mississippi and took 
active part in his inaugural. They are: 
Lloyd T. Binford, president Columbian 
Mutual, Memphis, Tenn.; Tom E. Hand, 
executive vice-president Standard Life, 
Jackson, Miss., and Henry Kahn, Mis- 
sissippi representative of the Columbian 
Mutual, Duck Hill. Colonel Binford is 
a native of Mississippi and has been on 
the staff of other governors. 


Carl Faust, a director of the Lamar 
Life, has been awarded a Silver Beaver 
by the National Boy Scout Council, in 
recognition of conspicuous service to the 
Boy Scout program. In connection with 
his activities in International Rotary, 
Mr. Faust organized the Jackson Boy 
Scouts more than ten years ago, and 
later became a member and chairman of 
the regional committee of the Boy 
Scouts, directing activity in six central 
southern states. 


Charles F. Coffin, who has just retired 
as president of the State Life of Indi- 
ana, has been named chairman of the 
legislative and legal affairs committee 
of the Indianapolis chamber of ‘com- 
merce. 


Clyde P. Johnson, vice-president 
Western & Southern Life, has been 
elected a director of the Southern Ohio 
Savings Bank of Cincinnati. 


A number of Prudential officials were 
on hand for a testimonial dinner to 
W. F. Millett, superintendent of Pru- 
dential Yonkers No. 1 district, on the 
occasion of the anniversary of his 25th 
year with the company. He now be- 
comes a member of the Prudential old 
guard. 

L. L. Johnson, vice-president of the 
Continental Assurance of Chicago, re- 
cently graduated on a Texas trip from 
the ranks of perch and bass fishermen 
to that big league of those who have 
caught their tarpon. The event occu- 
pied 55 minutes but netted Mr. John- 
son some 150 pounds of fish, which, 
needless to say, is mounted and occupies 
the position of honor in Mr. Johnson’s 
office. 


Judge Charles T. Warner, Ohio su- 
perintendent of insurance, has announced 
his candidacy for the nomination for 
common pleas judge for Franklin 
county. He previously served one term 
on the common pleas bench. 


Bradford H. Walker, president of the 
Life Insurance Company of Virginia, 
has been reelected president of the 
Commonwealth Club of Richmond. 


Frederick Bruchholz, New York Life 
agency director Clearing House branch, 
Chicago, resides in the suburb of Glen- 
coe and has been one of the star tax 
anticipation warrant salesmen, who have 





been able to reopen the schools there 
through their efforts. 


R. M. Malpas, former president of the 
Reinsurance Life of America, who is 
now located at 1360 North Crescent 
Heights boulevard, Los Angeles, is do- 
ing special work for life companies. Mr. 
Malpas is rendering service of various 
kinds, visiting insurance departments, 
handling claims, doing agency work, 
etc. He has had a long experience in 
various lines of life insurance. He is 
now on a trip to company headquarters 
in the central west. 


John D. Spencer < of Salt Lake City, 
dean of life insurance salesmen of Utah, 
and Mrs. Spencer celebrated _ their 
golden wedding anniversary last week. 
Mr. Spencer-has been for many years 
with the New York Life in Salt Lake 
City. Mrs. Spencer is a daughter of 
Brigham Young, founder and first gov- 
ernor of Utah and head of the Mor- 
mon Church at the time it settled in 
Utah. 


Edward B. Raub, vice-president and 
general counsel of the Indianapolis Life, 
has been elected illustrious potentate of 
Murat Shrine Temple. 

Lorry Jacobs, director of public rela- 
tions for the Southland Life, was 
awarded the Linz advertising cup for 
the most outstanding work in the Dallas 
Advertising League in 1931. 


x. &. Lindsley, president of the 
Farmers & Bankers Life of Wichita, 
was elected potentate of Midian Shrine 
Temple at Wichita last week, being ele- 
vated from the office of chief rabban. 


H. S. Harris af Little Rock, state 
manager of the Maccabees, has made a 
good record since he took charge in 
July. That month was one of the worst 
in Arkansas and yet $30,000 of business 
was produced. The record for the fol- 
lowing months was as follows: August, 
$101,000; September, $178,000; October, 
$203,000; November, $223,000; Decem- 
ber, $225,000. January started off much 
better than Mr. Harris expected. His 
agency has set a goal of $5,000,000 for 
this year. He has 20 full time agents. 


W. E. Van Altena, 64, assistant ac- 
tuary of the Northwestern Mutual Life, 
was found dead Saturday. Mr. Van Al- 
tena’s death was ascribed to a heart at- 
tack. He had been in ill health since 
last May and underwent several opera- 
tions, returning from 11 weeks in the 
hospital shortly before his death. 

Mr. Van Altena started with the 
Northwestern in 1886 as an office boy, 
winning steady promotion, and became 
assistant actuary in charge of the policy 
loan branch April 1, 1930. 


Present indications are that W. V- 
Knott, state treasurer and insurance 
commissioner of Florida, will not be oP 
posed in the election this fall, although 
other state offices are sought by nun 
bers ranging from two to a dozen. Mr. 
Knott succeeded the late J. C. Luning, 
who died just after serving as president 
of the National Convention of Insut 
ance Commissioners. 
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WORTH 
THE PRICE 


The New Year finds us looking out of the mist 
of Depression into the sunlight of returning pros- 


perity. 
While the 1929-30-31 depression will be remem- 


bered as an economic nightmare—if we review. it | 


we will realize there is a bright side, even to a de- 
pression. If people have learned: 


1. The folly of speculating with their savings 

2. That when prices are high is the time to sell 
not buy 

3. The injustice of risking finds protecting 
the happiness of dependents 

4. That only through systematic, wise saving 
can you guarantee the attainment of your 
objective 

5. That LIFE INSURANCE IS THE 
ONLY MEANS BY WHICH YOU CAN 
PROVIDE THE FULL AMOUNT YOU 
NEED WITH THE FIRST PAYMENT 














If the Depression has taught the American 
public that—it has been worth the price. 


LIFE INSURANCE—Builds the estate with the 
first payment 


LIFE INSURANCE—Guarantees 


pendence 


LIFE INSURANCE—Provides consistent increase 
in insurance funds for emer- 
gencies 


LIFE INSURANCE—Assures an immediate living 
income for your family at 
your death. 


old age inde- 


Prove that you have learned your lesson by 
protecting yourself and your loved ones through 
LIFE INSURANCE. 





_ Business Men’s 
Assurance Company 


Kansas City, Missouri 


W. T. Grant, President 
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Lovelace Named in Chicago 





Becomes Third General Agent There 
of Minnesota Mutual — Quits 
Bank Insurance Plan 





D. D. Lovelace, who for about three 
and a half years has been in charge of 
the insurance-savings division of the 
Harris Trust Company of Chicago, a 
plan combining savings with life insur- 
ance, has resigned with the termination 
of that phase of the bank’s activity and 
has been appointed general agent of the 
Minnesota Mutual in Chicago. This is 
a third and new general agency which 
has been organized. 

Mr. Lovelace has transferred over his 
entire sales organization, mostly com- 
posed of veterans, numbering some 25 
persons, to the Minnesota Mutual, and 
already has made a good start. 


Camps Is Assigned Atlanta 





Providence General Agent of the Penn 
Mutual Life Is Succeeded by 
E. A. Collett 





Manuel Camps, Jr., Penn Mutual gen- 
eral agent at Providence, has been trans- 
ferred, by promotion, to Atlanta. Mr. 
Camps was given charge of the Provi- 
dence agency Feb. 1, 1929, having been 
a successful personal producer in the 
Utica agency. At Providence he started 
“from scratch,” there having been no 
agency organization. Today there are 
24 full-time agents. This is the produc- 
tion record: In 1929, $1,541,415, a 300 
percent increase over 1928; in 1930, $2,- 
623,158, an increase of about 85 percent 
over 1929, and more than 400 percent 
over 1928. This ratio was held, approxi- 
mately, in 1931. The average size of pol- 
icy in 1928 was $4,000. In 1930 it was 
$5,450. The premium income has in- 
creased about 50 percent, and net insur- 
ance in force has increased about 50 
percent. \ 

The Atlanta territory comprises a 
large part of Georgia, including Savan- 
nah. The Penn Mutual regards this 
agency as among its major territorial 
responsibilities. 

Mr. Camps succeeds W. S. Hale, who 
becomes assistant to J. Elliott Hall in 
New York City. 


Mr. Hale’s Career 


Mr. Hale joined the Penn Mutual in 
May, 1928, as superintendent of agents 
in the Atlanta agency. He had had five 
years’ experience with the Union Cen- 
tral. His executive ability was quickly 
recognized, and early in 1929 his general 
agents, H. M. Willet & Sons, sent him 
to the home office to attend one of the 
managerial schools. In April of that 
year the partnership of H. M. Willet & 
Sons was dissolved by the retirement of 
H. M. Willet, and Mr. Hale was ap- 
pointed acting manager. Later, having 
demonstrated his ability, he was ap- 
pointed general agent. 


Edwin A. Collett Is Promoted 


Edwin A. Collett has been appointed 
general agent of the Penn Mutual at 
Providence, to succeed Mr. Camps. Mr. 
Collett is the company’s youngest gen- 
eral agent, he having been born in No- 
vember, 1905. He is college educated. 
On Aug. 20, 1928, he joined the Penn 
Mutual in Providence. In 1929 he pro- 
duced $250,000 of paid business. In May, 
1930, Mr. Camps appointed him super- 
visor for Rhode Island and southern 
Massachusetts. In June of that year he 
attended the fifth managerial school at 
the home office. Perhaps some of Mr. 
Collett’s attachment to life insurance 
came through paternal example, his 
father having been general agent for the 
State Mutual in Providence for 16 years. 





Reynolds Now Heads Agen 


Buys Interest of Brand in Chicago Offic 
of Lincoln National—to Appoint 
Manager 


— 














E. J. Brand & Co., Chicago gener 
agents for the Lincoln National Life 
announce the resignation of E. J. Bran 
as president. Charles O. Reynolds, sec 
retary-treasurer, has purchased M; 
Brand's interest in the agency. M: 
Brand has as yet made no definite ap 
nouncement as to his plans for the fy 
ture. 

The Chicago general agency of th 
Lincoln National will continue to ope 
ate under the same organization, but th 
corporate name will be changed ¢ 
Chas. O. Reynolds & Co. Mr. Reynolé 
for several years has been in charge 
the brokerage department of the agen 
and will continue these same duties. } 
manager to develop the staff of full-tim 







































producers will be appointed. RJ 
Mr. Brand expects to announce ee 
connection with a prominent participa Sec 
ing company in the rear future. e Nev 
Ee dent o 

Piggott Named Manager [fi bere 
Aubrey D. Piggott, a Chicago life is in ton 
surance man of considerable experiend cident 
and a successful record has been aff Atlant: 
pointed manager of the life departmedi | ouisy 
of Klee, Rogers, Loeb & Wolff, InswiR nity y 
ance Exchange, Chicago, a great gel conside 




























eral insurance agency. Mr. Piggot 
goes from the post of assistant manage 
of the Missouri State Life’s branch a later a 





Chicago. Previously he was for som His co; 
time connected -with the Travelers. Hafabled j; 
father, O. A. Piggott, for many yea was no 
has headed the life department @came n 
Critchell, Miller, Whitney & Barbou than in 
Chicago. The son is secretary of ti devoted 


Inter-Fraternity association for th Its wor 





United States. tual’s 
not yet 
A. A. Kuhle, W. F. Frye niversat 
Albert A. Kuhle, for three years mat 
ager of the Sioux City, Ia., branch of th 
Travelers, has been promoted to th Recer 
managerial staff of the Insurance Ex J the h 
change branch office at Chicago, assum A, | 


ing his new duties Feb. 1 in charge of a f 
large unit. Mr. Kuhle went to Siougf territory 
City from Sioux Falls, S. D., in 1925 and W, 
join the Travelers as field assistant. 1 
was promoted to assistant manager 4 


Sioux City in 1928, and manager in 1% f 





William F. Frye succeeds Mr. Kuhleaf) Frank 
manager at Sioux City. He has been # i aches 
sistant manager at Des Moines. oines, 
five yeai 

C. F. Lundquist rectary ; 

agency s 


C. F. Lundquist has been appoitt D. Dox, 
assistant agency manager of the Ame § tional L 





ican Bankers in Chicago, being a B Antonio. 

ciated with Agency Manager 

Naylor. He was formerly with the M 

tual Trust Life and later with the Agh 

cultural Life of Michigan. MIN) 
me Williams 
. manager 

C. O. Pickens headquar 


C. O. Pickens, who has been assist here, 
manager in one of the Chicago O@B}with ¢h, 


of the Metropolitan Life, has been & years an 
pointed general agent of the Old “Bistationeg 
public Credit Life of Chicago im i falo, Hay 


dianapolis. He started as an agent’ 
the Metropolitan in 1926 in Indianap 
and later was transferred to Chicage L 
assistant manager. ; 











W. H. Browder 








xe The Po 

W. H. Browder, a Penn Mutual af branch }, 
at Springfield, Tenn., since May x r Jamestoy 
been appointed general agent at 44 Floya : 
ville. In 1926 he entered the insur district a 
ual Life| 








of Bell-Browder ‘ Company. 









agency doah, 

Springfield, which at that — —_ R. ong 
927 was . 

general insurance. In 1927 he ency, 2 Mononga 


assistant manager of that ag 









29, 1932 


January 29, 1932 


LIFE INSURANCE EDITION 


19 






























Agen 


ago Othe 
ppoint 


‘oO gener 
onal Life 
. J. Bran 
10lds, sec 
used My 
ncy. M: 
efinite an 
or the fp 


cy of th 
e to ope 
yn, but th 
ianged 1 
. Reynold 
charge 
he agence 
duties. § 
yf full-tim 


inounce 
participat 
re. 


ager 


igo life in 
experienc 
been 4 
lepartmes 
a1ff, Insur 
great gt 
r. Piggot 
it manage 
branch # 
. for som 
relers. Hi 
lany yea 
rtment 6 
¢ Barbow 
ary of th 

for tt 


rye 
years mat 
anch of th 
ed to th 
rrance Ex 
Zo, assul 
-harge of 
+ to Siow 

in 1925 1 
sistant. 
nanager # 
ver in 1% 
r, Kuhle@ 
as been 
nes. 


| appointes 
the Amt 
yeing asst 
yer  * 
th the Mom 
h the Ag 


en assist 
-ago oll 
is been # 
e Old ™ 
ago in # 
n agent § 
ndianape 
Chicago 


utual ag® 


, 8 7 


ompany 
me hance 
e was mé 
gency, : 


Underwriters Service 
Gets Home Life Agency 
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F. M. GARRETT 


The Underwriters Service Corpora-. 


tion has been formed as an incorporated 
general agency at Louisville and made 
general agent there for the Home Life 
of New York. F. M. Garrett is presi- 
dent of the corporation. He has been 
in insurance since 1919, when he joined 
the Aetna Life at Grand Rapids, Mich. 
In 1925 he went with the Standard Ac- 
cident as its southeastern manager at 
Atlanta. In 1930 he resigned to go to 
Louisville with the Consolidated Indem- 
nity, where he had jurisdiction over a 
considerable territory. 








later acquired an interest in the firm. 
His contract with the Penn Mutual en- 
abled it to add a life department. It 
was not long before Mr. Browder be- 
came more interested in life insurance 
than in the other types of coverage, and 
devoted the major part of his time to 
its work. He will be the Penn Mu- 
tual’s second youngest general agent, 
not yet having reached his 28th an- 
niversary, 





Minnesota Mutual 


Recent general agency appointments 
of the Minnesota Mutual are as follows: 
W. A. W. Carden, who is made general 
agent for Knoxville and surrounding 
territory; M. L. Friedman, Cincinnati, 
and W, R. Symonds, San Benito, Tex. 





Frank Palmer 
Frank Palmer, for five years agency 


) Secretary of the Western Life of Des 


Moines, then with the Alamo Life for 
‘ive years as secretary and later as sec- 
rectary and agency director, has become 
agency supervisor for Texas with the O. 
). Douglas agency of the Lincoln Na- 
tional Life, with headquarters in San 


§ Antonio, 





J. E. Williams 


MINNEAPOLIS, Jan. 28—J. E. 
Williams has resigned as Minnesota 
Manager for the Phoenix Mutual with 
peadquarters in the Plymouth building 
tre. Mr. Williams has been connected 
with the Phoenix Mutual for many 
years and before coming here had been 
stationed at other cities including Buf- 
falo, Hartford and Seattle. 





Life Agency Notes 








branch’ ontal National Life has opened a 
in e otel Sa ; ildi 

Jamestown, N.Y. 1 Samuels building, 
Floya s, 
district 
tual Life 
doah, Ia 


; Young has been promoted to 
agent of the Northwestern Mu- 
> With headquarters at Shenan- 
Mercer, former officer of the 


. R. Ww. 
if . 
*nongahela National Bank of Pitts- 








burgh, has been appointed associate 
agent of the New England Mutual Life 
there by J. T. Shirley, general agent. 

Kyle B. MeGee has been appointed dis- 
trict manager of the Kansas City Life 
at Wichita, Kan., with territory compris- 
ing Wichita and a number of surround- 
ing towns. 

Lloyd S. Roberts has been appointed 
office manager of the Los Angeles agency 
of the State Mutual Life. He is a brother 
of Roy Ray Roberts, Los Angeles general 
agent. 

The Equitable of New York has estab- 
lished a new Ohio district, which in- 
cludes Marion, Hardin and Wyandot 
counties. F. A. Boyer has been made 
manager. 


F. J. Koehamer of St. Louis, Mo., No. 2 
district, and B. R. Kalinsky of Roches- 
ter, N. Y., No. 3 district of the Pruden- 
tial have been promoted to assistant 
superintendent in their respective dis- 
tricts. 

R. C. Lowe, manager of southern 
agencies of the Minnesota Mutual Life, 
has appointed W. R. Symonds, San Be- 
nito, Tex., formerly with the Seaboard 
Life, general agent for the Rio Grande 
valley. 

E. W. Schneider, an agent for the St. 
Louis branch of the Western & Southern 
Life, has been advanced to superintend- 
ent, W. K. Mohn, manager of the St 
Louis district, has announced. The com- 
pany has three other superintendents in 
St. Louis. Mr. Schneider joined the sales 
organization four years ago and has 
made an excellent record as a personal 
producer. 


Gresham A. Hyne, who for about two 
years was in charge of the salary allot- 
ment department operated by the Phoe- 
nix Mutual in the Westinghouse Electric 
Company and recently went with the 
Northwestern National in Chicago, has 
gone with the Everts Wrenn agency of 
the State Mutual there. 

Cc. L. Coyner, manager for the Mutual 
Life of New York, covering the terri- 
tory of northerti lllinois and northwest- 
ern Indiana, has appointed E. P. Drake 
district manager for Lake county, IIL 
Mr. Drake has been associated with the 
company for many years and has quali- 
fied for the quarter-million field club 
several times. His office will be located 
in Zion City. 








Southern States 
Local News 

















Heavily Insured Texas Men 


Partial List of Those Who Carry Up- 
wards of $100,000 in Pro- 


tection Given 








At least 313 Texans are insured for 
$100,000 or more, according to statistics 
just released in “The Texas Index of 
Greater Patrons of Life Insurance,” is- 
sued by the Southland Life. 

The “Index” says: “It was impossible 
to secure all of the names of those who 
have a rightful place in the list but it 
is noteworthy that in spite of depres- 
sion, the list continues to grow in num- 
ber and in total amount in this, as well 
as every other year since it first was 
published. The total sum listed this 
year is $70,295,275.” 

Dallas leads the list with 78 names; 
Houston being second with 54; San An- 
tonio third with 26; Fort Worth fourth 
with 24; El Paso fifth with 22; Wichita 
Falls sixth with 15 and Corpus Christi 
seventh with 11. 

Four of the entire number are in- 
sured for $1,000,000 or more. These 
are J. M. West, Houston, $1,480,000; 
Col. E. O. Thompson, Amarillo, $1,178,- 
000; E. A. Landreth, Fort Worth, $1,- 
130,000; C. E. Linz, Dallas, $1,036,000. 

A total of 28 are insured for $500,000 
or more. Their names and the amount 
of their insurance follows: J. E. Gar- 
rett, Corpus Christi, $900,000; R. J. 
Coke, Dallas, $700,000; F. F. Florence, 
Dallas, $750,000; Karl Hoblitzelle, Dal- 
las, $890,500; T. R. Jones, Dallas, $500,- 
000; A. L. Kramer, Dallas, $550,000; 
Herbert Marcus, Dallas $725,000; S. B. 
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Annual Statement—J anuary 1, 1932 


ASSETS INCREASED by $6,165,951 
WD, sks acon. Sree edo e ea wee Oa ee $144,508.326 
Including U. S. Government and 
Municipal Bonds, $17,381,375; Pub- 
lic Utility Bonds, $12,475,516; First 
Mortgages, $63,001,345; Policy 
Loans, $31,153,160. 


RESERVES and all other known lia- 
DE SecA n 66 406.eessewaencenes 136,262,390 
Computed on the most exacting basis 
required by any state. Including all 
dividends payable in 1932, amount- 
ing to $4,806,963 on the same scale as 
in 1931. 


LEAVING SURPLUS (amortized 
be ieee ceed ecan ese ees 8,245,936 
At Insurance Commissioners’ market 
value of bonds the surplus was $753,- 
745 larger, or $8,999,681. 


GAIN IN SURPLUS over 1931...... 105,818 
At Commissioners’ market values, 
both years, the gain was $414,657. 


PAID TO POLICYHOLDERS dur- 
DP ME nedcnettenbeeoewavteucews 18,411,894 
The largest sum in any one year by 
over $2,000,000. 
LOANED TO POLICYHOLDERS 
I p56 boda cs cdvencederesacs 10,392,517 
As compared with a 10-year average 
of $4,326,410. 
NEW INSURANCE paid for, 1931... 54,663,139 
1930—$76,156,617. 
PREMIUMS RECEIVED for insur- 
ance, new and old: 
1931—$19,914,026.51 
1930— 19,570,893.03. 





Considerations for Annuities 1931......... 1,224,596 
1930—$932,831. 

pi, ¢ (AR) | Tee 29,534,309 
1930—$28,048,053. 





INSURANCE IN FORCE, December 
ke SE RTE REI $613,584,415 
December 31, 1930—%616,888,319. 





F. A. HOWLAND, JOHN M. THOMAS, 
President Vice President 




















20 
‘Perkins, Dallas, $553,000;"E. G. Perry, 
Dallas, $500,000; H. L. Seay, Dallas, 


$732,640; A. C. Tucker, Dallas, $500,000; 
Haymon Krupp, El Paso, $550,000; A. 
G. Carter, Fort Worth, $700,000; W. C. 
Hedrick; ‘Fort Worth, $700,000; Frank 
T. Pickrell, *Fort Worth, $500,000; C. 
F. Roeser, Fort Worth, $612,939; T. 
Shaw, Fort Worth, $645,000; W. L. 
‘Moody #H, “Galveston, $696,000; J. Ee 
Jones, Hoystonf 4596,000; H. J. L. Stark, 
Jrange, $503,000;°T.°B. Baker, San An- 
pono $675,000; H. H. Rogers, San An- 
pnio, $900,000; W. B. Hamilton, Wich- 
ta Falls, $739,260, and J. T. Perkins, 
Nichita Falls, $700,000. 

Th name of One woman, Mrs. Arlene 
ickréfPof ‘Fort Worth, appears in the 
ist with $100,000 in life insurance. 


Insurance Men in State Office 


Three of the new state officers ‘in 
Mississippi are former insurance men. 
George D. Riley, the new insurance 
commissioner, spent sevén years in the 
insurance business iti Chickasaw county 
earlier in life and following his retire- 
ment from the office of state auditor 
four years ago became associated with 
‘the J. H. Johnson general agency of 


Clarksdale, Miss., maintaining offices in | 


Jackson. Lieutenant Governor Dentinis 
Murphree has been a life general agent. 


THE ? 





Joe S. Price, new state auditor, formerly 
had charge of northeast Mississippi for 
the Pilot Life, with headquarters in 
Okolona. 


Ayres Conducting Conferences 


F. O. Ayres, first vice-president of 
Kenneth C. 
agencies for the southwestern territory; 
W. B. Carrier, supervisor ordinary de- 
partment; John Van Horn and Harry 
Stringer, agency supervisors, is conduct- 
ing a series of sales conferences for the 
ordinary department, which he has 
headed for nearly four years, in the 
larger cities of the south. 

Questioned while in Nashville to 
the “outlook for 1932, Mr. Ayres said: 
“IT am very hopeful of a steady but pos- 
sibly somewhat retarded, return of nor- 
mal conditions of prosperity. There 
are many indications that conditions are 
improving and the very fact that people 
are beginning to talk and believe that 





as 


the return of better times.” 





Opens Women’s Department 


The E. B. Bynum agency for the 
| Pan-American Life in Dallas has opened 
a women's department under Mrs. W. 





the Metropolitan Life, accompanied by | 
Ringer, superintendent of | 


they are, is going to materially hasten 


,ATIONAL UNDERWRITER 


N. Tull, who is prominent in women’s 
business and club circles in Dallas. She 
belongs to almost every woman’s club 
in her city. This is the first exclusively 
women’s department of any Pan-Amer- 
ican agency. 


Texas Mutuals Meet in May 


Officers and directors of the Texas 
Associaton of Mutual Life Insurance 
Officials met in Dallas last week to plan 
for the annual convention in Dallas May 
10-11. The officers of the association 
discussed how to get business in 1932 








January 29, 1932 


and that subject will be continued at the 
May convention. 


Changes in Ashland Agency 


T. A. James has taken over the lii 
insurance business of the James & 
Kerkeek agency, Ashland, Ky., and wil 
retire from the agency, but will con 
tinue as general agent for the Inter. 
Southern Life. R. A. Kerkeek and as 
sociates will retain the general insurance 
lines of the agency, continuing to oper. 
ate under the firm name of James & 
Kerkeek. 
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Dr. Denny Resigns Presidency 


Is Succeeded as Head of Central Life of 
Des Moines by George N. Ayres, 
Vice-President 


DES MOINES, Jan. 28—Dr. T. C. 


| Denny, president of the Central Life of 


lowa since 1927, announced his retire- 
ment from the presidency at a meeting 
of the directors Monday. George N. 
Ayres, vice-president, was unanimously) 





The January Horoscope 








People born in the first 19 days of January come 
under the influence of the zodiacal sign, Capricorn. 
They are generally high-minded, exceedingly proud, 
and strong of will. Men born in this period are pos- 
sessed with keen business instinct and make ideal 


leaders. 


Sir Isaac Newton, Gladstone, Richelieu, Alexander 
Hamilton and John Hancock are famous men born 


under the influence of Capricorn. 


Aquarius rules over the period from page| 
31st. Men born in this period are of an afte 


20th to 
ctionate 


disposition which frequently makes of them philanthro- 


pists and statesmen. 


Faithfulness to duty and de- 


termination are other predominant qualities. 


Famous men born under the influence of Aquarius are 


Mozart, McKinley, James G. Blain, Lord 


Francis Bacon. 


yron and 


The Garnet is your lucky stone. Your birth flower is 


the Carnation. 


The virtue of January is constancy. 


1931 has 
cycle are 


= its way. But the stars in their age-old 
ringing back improved conditions through- 


out the globe. Prepare yourself for better times! 


, : ry 


‘Royal Union Life Insurance Company 


Des Moines, lowa 


A. C. TUCKER, Chairman of the Board 
J. J. SHAMBAUGH, Pres. 


B. M. KIRKE, V. P. & Field Mgr. 


W. D. HALLER, Sec'y 





elected his successor. Dr. Denny plans 
to devote all of his time to looking after 
his personal business interests. He will 
however, remain a member of the Cen. 
tral Life board. Mr. Ayres has beer 
with the company for more than 1; 
vears as vice-president and treasurer 

Dr. Denny is a son-in-law of the lat 
George B. Peak, founder of the Centra 
Life «nd for many years its president 
He became connected with the Centra 
Life in 1912 as assistant medical direc. 
tor. In 1918 he became agency mana- 
zer and held that office until electe 
president. He served as chairman oj 
the Life Insurance Sales Research Bv- 
reau last vear. He has also been active 
in local civic work and headed the pub- 
lic welfare campaign in 1930. 


Bankers Reserve New Head 





W. G. Preston, First Vice-President and 
Treasurer, Has Been Elected 
President of the Company 


W. G. Preston, 
vice-president and 
Bankers Reserve 
comes president. R. L. Robison, wh 
has been president, was elected vice- 
president. J. R. Farney of Kansas Cit 
was elected vice-president and will give 
the major part of his time to agenc 
management. R. R. Wagner, assistant 
secretary, was chosen secretary. E. | 
Dunn, secretary, was elected treasurer 
Mr. Preston was educated at Andover 
and Yale. He holds the degree of Ph.l 
He has been with the Bankers Reserv 
Life since 1903, 

; Mr. Preston has had a most interest 
ing career. He is a man of wide attain 
ments and fine business sagacity. After 
he left college he went to Alaska repre 
senting one of the big packing con 
panies and built a large cold storage 
plant there. This was highly success 
ful. His son, W. G. Preston, Jr. 
assistant to President Hutchins of the 
University of Chicago. Mr, Farney « 
manager of the Missouri department 0 
the Bankers Reserve. He and Mr. Pree 
ton married daughters of B. H. Robi- 
son, founder of the company. 


Will Enlarge Its Building 


who has been first 
treasurer of | the 
Life of Omaha, 


be- 


Indianapolis Life Finds It Necessary 
Get More Room—District Meeting 


Held 
The Indianapolis Life has decided t 
enlarge its home office building. 2° 
North Meridian street, Indianapo!s 


There will be a three-story addition " 
the form of a wing along the west 
The Indianapolis Life bought s0™ 
years ago the old Fairbanks’ resident’ 
and had it converted into its home ¢ 
fice building. It was the home t 
late Charles W. Fairbanks, vice-pres* 
dent of the United States. It is in om 
of the desirable locations of the city 2" 
makes a handsome appearance. 

The central district agency meetin 
of the Indianapolis Life was held |a* 
week with President F. P. Manly pre 
siding. Agents were present from Indi- 
ana, IIinois, Michigan, Ohio, low? 


sae 









January 


—— 


Field St 
Carolina 
ger at 

officers 

cussions 
this yeal 
policy fe 


Ameri 


T. M 
tendent 
was rec 
eral ma: 
ance Lif 
compan} 
organiza 
nrst mm 
trict of | 
to enter 

Mr. B 
can Ter 
in every 
member: 

Busin 
\merica 
with ane 
it will 1 
Temper: 
none ¢ 

Total 
For abx 
no stoc! 
first of | 
3s expe 
among ‘ 
a campé 

Dr. E 
tional st 
League, 
ably ast 
the Am 


Banke 
Ag 


Sixtec 
annual ; 
Life of 
address: 
Kelvie, 
larm bi 
omist « 
Preside 
Petrus 
B. Ols 
Mrs. k 
part in 
and the 
a play) 
The ge 
the gen 
cussed 
which 
mitted 

H. O 
drege, | 
product 
agency 
tion lis 
general 
eighth 
duction 
general 
407 we 
pleted 
product 


Great 
McC 


LOS 
trolling 
Life hz 
‘oma I 

3 
surance 

aco 
Mr. M 
are S. 
rector 








od at the 


icy 


the life 
umes & 
and wil 
rill « On- 


and as. 
asurance 
to oper- 
ames & 


a 
| 





— 
ty plans 
ng after 
He will 
he Cen- 
as been 
than 1) 
isurer 
the lat 
Centra 
resident 
Centra 
il direc- 
y miana- 
electe 
‘man of 
rch Bu- 
n active 
he pub- 


Head 


lent and 
ted 


'y 


en first 
of — the 
tha, be- 
yn, wh 
d= vice- 
sas Crt 
vill give 
agenc 
ssistant 

E. L 
easuret 
A ndover 
of PhB 


Reserv 


nterest- 
» attam- 
\fter 

a repre: 
Ye coMm- 
storage 
success 
Jr. 8 

of the 
irney 
ment 0: 
r. Pres 
Robi- 


ling 





s general agent at Fairbury, 


29, 1932 


January 


— 











Field Supervisor Cecil Wilson of North 
Carolina and Paxton Mathews, mana- 
ger at Dallas, were also on hand. The 
oficers gave reports. There were dis- 
cussions on the dividend situation for 
this year, income disability, investments, 
policy forms, etc. 





American Temperance Life 


Plans Told by Baldwin 





T. M. Baldwin, Jr., former superin- 
tendent of the District of Columbia, who 
was recently elected secretary and gen- 
eral manager of the American Temper- 
ance Life of Washington, states that the 
company, which is now in process of 
organization, will apply for a license 
frst in Delaware and then in the Dis- 
trict of Columbia. The plan is gradually 
to enter surrounding states. 

Mr. Baldwin declares that the Ameri- 
can Temperance Life has stockholders 
in every state and that several important 
members of Congress are interested. 

Business which is coming to the 
American Temperance Life is placed 
with another company with the idea that 
it will be taken back by the American 
Temperance Life as soon as it is entered 
none or more states. 

Total abstainers only will be written. 
For about six months there has been 
no stock selling activity but since the 
first of the year Dr. T. T. Roberts, who 
is experienced in promotional work 
among church groups, has been leading 
a campaign to raise about $100,000, 

Dr. Edwin C. Dinwiddie, former na- 
tional superintendent of the Anti-Saloon 
League, who is regarded as a remark- 
ably astute politician, is president of the 
the American Temperance Life. 


Bankers Life of Nebraska 
Agency Meeting at Lincoln 








Sixteen states were represented at the 
annual agency convention of the Bankers 
Life of Nebraska in Lincoln. The principal 
addresses were delivered by S. R. Mc- 
Kelvie, former member of the federal 
larm board; Prof. W. A. Irwin, econ- 
omist of Washburn College, Topeka; 
President Howard S. Wilson and C. 
Petrus Peterson, general counsel, A. 
B. Olson, agency director, presided. 
Mrs. R. C. Harriss talked on a wife's 
part in the picture of success for agents, 
and the home office employes presented 
a playlet, “What Price Policy Loans.” 
The general agents met the day before 
the general agency convention, ‘and dis- 
cussed at length the new book of plans 
which the company executives sub- 
mitted to them in December. 

- O. Johnson, general agent at Hol- 
drege, Nebr., was the leader in personal 
Production, and the E. F. Goodrich 
agency of Topeka topped the produc- 
tion list for agencies. V. A. Marshall, 
completed his 
eighth year of consecutive weekly pro- 
duction, with 416 weeks. R. C. Harriss, 
general agent at Fremont, is second with 
7 weeks. E ighteen agents have com- 
pleted four years of consecutive weekly 
production, 


Great Republic Life Is Sold; 
McComb to Become President 





LOS ANGELES, Jan. 28—A con- 
‘rolling interest in the Great Republic 
Life has heen sold to a group of Okla- 
joma bankers and capitalists headed by 
. J. McComb, former Oklahoma in- 
surance commissioner and more recent- 
a consulting actuary. Associated with 
“t. McComb, who will be president, 
are S. A. Apples, oil operator and di- 
fector First National Bank & Trust 
*mpany and other Oklahoma City 
tel ations: T. H. White, director Fi- 
C Ht National Bank, Oklahoma City; 
a ale and C. Guy Anderson. 
ollowing the sale President A. O. 
‘itch and all other directors except 





Vice-President W. H. Savage and L. E. 
Smith, resigned. Mr. Savage, who has 
been with the company 17 years, will 
The annual 


remain as vice-president. 
meeting of stockholders will be held 
Feb. 9. 


Universal Opens Ordinary Branch 


The Universal Life & Accident of 
Dallas has established an ordinary de- 
partment which will be under the di- 
rection of J. T. Daniel. He will be lo- 
cated in the home office building just 
purchased and will confine his agency 
building activities at present to Dallas. 
He has been connected with the life 
business for ten years, three with the 
Texas Life and the last seven with the 
American National of Galveston. At the 
American National Mr. Daniel was man- 
a of the ordinary agency department. 
F. L. Euless, president of the Universal, 
announces that the company will move 
to its new home office building before 
Feb. 1. 





Protective Life Gains 


BIRMINGHAM, ALA., Jan. 28.—All 
officers were reelected, a regular divi- 
dend of 6 percent declared and an- 
nouncement was made that during 1932 
the company would appropriately cele- 
brate its silver anniversary, at the an- 
nual meeting of the Protective Life last 
week. President Sam Clabaugh in his 
annual report showed insurance in force 
of $65,395,660 as against $71,014,657 the 
preceding year and assets of $8,001,- 
668.81 compared to $7,987,456.03 in 1930. 
A slight increase was made in the sur- 
plus. 


California-Western States Leaders 


Angeles agency of the Cali- 
fornia-Western States Life, George H. 
Page, agency manager, won the volume 
trophy cup for 1931, as it has each year 


The Los 


since the cup was offered in 1925. The 
percentage trophy cup for 1931 was 
won by the Sacramento agency, Grover 


C. Nissen, agency manager, giving this 


The 


agency permanent possession. 
agency paid for 130.6 percent of its 
quota. The president's trophy, awarded 


was won by 


Frank 


on 1931 record of results, 
the north Texas agency at Dallas, 
QO. Gregg, agency manager. 


Sun Life’s World Figures 


A. B. Wood, vice-president Sun Life 
of Canada, speaking at a banquet ten- 
dered him in Toronto by John A. Tory, 
manager of the western Ontario branch, 
said that in 1931 the company secured 
over $100,000,000 of new business in 
Canada, $291,000,000 in the United 
States, $50,000,000 in Great Britain, and 
$85,000,000 in the rest of the world, or 
a total of more than $500,000,000. 





Revelle, Guthrie on Board 


C. G. Revelle, 
intendent of insurance, 
rie, manager of the 
building, were added to the board of 
the Continental Life of St. Louis, at the 
annual meeting. Judge Revelle has been 
general counsel for about a year. 


former Missouri super- 
and T. F. Guth- 
Continental Life 


American Bankers New Directors 


At the annual meeting of the Ameri- 
can Bankers the board of directors was 
enlarged by two new members, W. T. 
Elliff, president First National Bank of 
Mackinaw, Ill., and T. E. Sly of East 
St. Louis, who was executive vice-presi- 
dent of the Citizens National Life, 
which was reinsured in the American 
Bankers last year. The directors de- 
clared a dividend of 6 percent. 





Joplin Life Changes Name 
The Joplin Life, Joplin, Mo., 


has 


changed its name to the Public Na- 
tional Life. It has been operating in 
Missouri, Arkansas and Oklahoma. Its 


expansion plans contemplate application 
for license in several other states. 
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The 1932 Challenge to Life Underwriters is 


Complete Training 


HE Commonwealth Life is pre- 

pared to meet this challenge by 
its thorough training course which is 
now an integral part of the help 
given Commonwealth Agents. 


New agents find our seven volume 
training course lays the foundation 
for a successful career as a life un- 
derwriter. Every possible phase of 
life insurance is discussed in under- 
standable terms. Selling, organiza- 
tion of work, prospecting, approach, 
interview, closing and so on are all 
thoroughly covered. 


HIS year new men are attacking 
this training course with un- 
bounded enthusiasm. Men with 
more experience, working under our 
“Commonwealth Cordial Coopera- 
tion" plan are reviewing the course 
this year because of its service and 
inspirational value. 


Commonwealth agents are this year 
going to be sure of their training. 
Their thoroughness will be reflected 
in their production records. 


By joining the Commonwealth Life 
agency organization, you too can 
avail yourself of this valuable edu- 
cational training. 


Commonwealth 
Life Insurance 
Company 
Louisville, Kentucky 





I. SMITH HOMANS, Vice-President 
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Increased Efficiency 





Organized presentations 
that get better results with 
shorter interviews enable the 
Fieldman to organize his time 
and effort for greatest efh- 
ciency. 

Guardian Fieldmen have at 
their disposal field-tested tools 
which build successful sales. 





THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 
50 UNION SQUARE - - NEW YORK CITY 
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“THE FRIENDLY’ COMPANY’ 





LIFE INSURANCE 


For years Life Insurance has stood as a 
mighty bulwark against ruin and want for 
countless thousands. During the financial 
flurries of the past two years Life Insurance 
has again proven its stability and has estab- 
lished a new high record of service—service 
as enduring as the ages. 


Are you interested in building a business 
in your community which carries the same 
high standards in times of financial flurries 
as in times of greatest prosperity? 


Then you will find it pays to be friendly 
with the 


PEOPLES LIFE INSURANCE CO. 


“The Friendly Company” 


FRANKFORT INDIANA 
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FEATURED IN RIPLEY CARTOON 


Robert James, New York agent of the 
New York Life who has not had a death 
claim on the 500 policies he has placed 
since joining the company ten years 
ago, was featured in Robert L. Ripley’s 
widely syndicated “Believe It or Not” 
cartoon recently. Mr. James’ careful 
selection of his business was given as 
the reason for his extraordinary record. 

eae 
MADURO OPENS OWN OFFICE 


D. B. Maduro, counsel of the New 
York City Life Underwriters’ Associa- 
tion, and until recently associated with 
the law firm of Kaye, McDavitt & Scho- 
ler, has opened his own office at 40 Wall 
street. He will continue to have most 
of his practice in insurance law, and es- 
tates, trusts and wills. 

Having an independent office will al- 
low Mr. Maduro more time to devote to 
teaching at New York University and 
to writing books on general trusts and 
insurance. He has been counsel of the 
life underwriters’ association for more 
than two years and is the author of the 
“Counsellor” section every month in the 
association’s publication, the “Bulletin,” 

* 


J. E. HALL WILL SHARE PROFITS 


J. Elliott Hall, head of the Penn Mu- 
tual’s general agency in New York City, 
has brought to realization a plan which 
he has cherished for several years. One 
of the elements in his business philos- 
ophy has been the opinion that no head 
of a famous general agency ever created 
his success by his sole efforts, but that 
it was the joint work of himself and his 
associates. Therefore, he has always rea- 
soned, these associates should share in 
the profits. And now he has put into 
operation a plan to do just that thing. 

Mr. Hall believes also that it is a 
general agent’s duty to his company so 
to organize his agency that when the 
inevitable comes to him the agency shall 
not crumble from lack of capable lead- 
ership, nor shall the company need to 
look elsewhere for a successor to the 
one man. He believes that the general 
agent’s duty to his contributing asso- 
ciates should cause him to make their 
positions so profitable that, when the 
inevitable comes to him, they will not 
feel impelled to look elsewhere for re- 
munerative positions. 

Effectually to accomplish his purpose 
Mr. Hall has been on the watch for one 
additional man to complete his staff, he 
himself retaining control of production 
and actively continuing its management. 
He found him in W. S. Hale, the Penn 
Mutual’s general agent at Atlanta. 

The J. Elliott Hall staff now com- 
prises W. Stanton Hale, M. P. Galla- 
gher, J. T. Hodgskin, Roy I. Forshay, 
assistants to the general agent. Each of 





these men has his own particular re. 
sponsibility. S. S. Dunning carries on 
as educational director. A. S. Edmoné- 
son continues his supervisory work 
Harry Rasmussen continues as_ head 
of the new business department. All ar 
young men, and a curious coincidence i: 
that each of the four assistants is 2 


years old. 
SS = 
BABE RUTH’S ANNUITIES 


A recent “Saturday Evening Post 
article quotes Babe Ruth as saying tha 
investing his money in an annuity was 
the best thing he ever did. In Mr 
Ruth’s words: 

“Yep, I guess I’ve made a lot oj 
money. The best thing I ever did 
though, was sinking my dough in tha 


trust fund and in an annuity. I’m go. 
ing to keep on doing it too. Even if] 
didn’t make another cent, there'll bh 


coming to me about $70,000 in cash in 
a few years and I will get $10,000, 
year for life out of my annuity. Wil 
be pretty sweet to have 2,500 buck 
coming in every three months, won't it’ 
“You see, when I have provided wel 
for the future of my family, so the 
won’t have to worry, and I have tha 
annuity coming in regularly, everything 
will be okay, won't it?” 
The annuity was placed 


Equitable Life of New York. 
* * * 
HEAP WITH FRASER AGENCY 


with the 


Earl C. Heap, formerly Newark man- 
ager of the Phoenix Mutual Life, ha 
joined the Fraser agency of the Cor 
necticut Mutual Life in New York Cit 
as manager of the downtown office 
succeeding C. J. Zimmerman, who is 
now Newark general agent of the Con 


necticut Mutual. 
* * x 
INSURER CAN’T SEE RECORDS 


Records of tuberculosis clinics of the 
department of health of New York Cit) 
are not open to a life insurance compaty 
seeking to prove that an assured matt 
false representations as to his health 
This was the decision of the New York 
appellate term, first department, in Mc 
Gowan vs. Metropolitan Life. One o 
the regulations of the board of healt 
is: “A complete record shall be kept o 
every case of pulmonary tuberculosi 
examined or treated at a dispensat) 
Such record shall not be open to inspet 
tion by the public or to any perso 
other than the representatives of the dt 
— of health of the city of Nev 

ork and such persons as may be a 
thorized by law to inspect such records 

The court held that the mere fact thi 
the Metropolitan Life is a party to # 
action in which the records in questi 
may be material to the issues, does 0 
make it a person authorized by law! 
inspect such records within the mean 











AS SEEN FROM CHICAGO | 


of the regulation. 








DR. STEVENS BEFORE C. L. U. 


Dr. Samuel N. Stevens of Northwest- 
ern University, director of the C. L. U. 
preparatory course there, addressed the 
Chicago chapter of C. L. U., at a gather- 
ing of 65, of whom 23 were C. L. U.s. 
Dr. Stevens predicted there will be as 
much life insurance sold in the next five 
years as there was in the last ten. He 
emphasized the part life insurance occu- 
pies in the economic and social life as a 
mainstay and anchor to leeward. He 
talked on the professional and psycho- 
logical aspects, exhibiting clippings from 
old newspapers showing what the agent 
was up against when a tontine company 
went broke. He said there has been a 
marked difference in the public attitude 
toward a life insurance agent. 

President S. A. Cushman of the chap- 





ter urged his hearers to set their mat 
high. A. E. Patterson, president C* 
cago Association of Life Underwriter 
and E. B. Thurman, past president, we 
honor guests at the meeting. ‘ 
i a 
NUMBER OF ILLINOIS AGENTS 


Insurance Superintendent Hanson © 
Illinois, who spoke before the [Ilino® 
Insurance Brokers Association at Junc™ 
eon in Chicago last week and who* 
address was broadcast, said there ** 
100,000 agents in the state. There * 
1,387 companies licensed, 651 being "* 
263 casualty, 183 life, 128 mutual bene® 
associations, 156 fraternals and seve 
Lloyds. He referred to the clait 
branch in the department where peo?! 
ma¥ lay their case before the state ° 
they feel they have been unjustly treate® 
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He said that 2,995 claims have been filed 
and of these the department has been 
instrumental in effecting settlement for 


‘the claimants in the amount of $152,094. 


The department has no authority in 
settling claims but it uses its good of- 
fices where there is a dispute that can- 


not be reconciled. 
* * 
MISSOURI STATE CHICAGO BANQUET 


J. J. Moriarty, vice-president Missouri 
State Life, lauded the fighting spirit of 
Missouri State Life men at the dinner 
given in Chicago by the newly appointed 
manager, A. A. DeLapp, as an inaugural 
of his administration. Mr. Moriarty said 
the company is headed for a new future. 
He declared it has a new spirit and a 
new determination which would be felt 
and seen in its operations. The Missouri 
State, he said, has met every obligation 
without a quiver. It has now in Chi- 
cago a $1,000,000 premium income. As 
an indication of the spirit of Missouri 
State Life men, he said that on Life 
Insurance Day the home office agency 
produced $787,000 in business in St. 
Louis. The same organization produced 
$468,000 in honor of the veteran vice- 
president, J. J. Parks, on his 80th birth- 
day anniversary. They also produced 
$330 in accident premiums. 

Mr. Moriarty denounced twisting, say- 
ing that it is a tearing down and destruc- 
tive process. He said that life insurance 
men ought to be big and great enough 


to produce business without harming 
what others had built. Mr. DeLapp pre- 
sided. Vice-President Reichgott was 
present and spoke. Sales Supervisor 
Robert Dodson came on from the home 
office. There were a number of life in- 
surance men from other companies 
present to do honor to Mr. DeLapp and 
the Missouri State. E. B. Thurman, 
general agent New England Mutual and 
former Missouri State manager, was 
present, Mr. DeLapp having served un- 
der him. Walt Tower, secretary Chi- 
cago Life Underwriters Association and 
a former Missouri State Life man, was 
called on, as was S. T. Whatley, man- 
ager of the Aetna Life. 


Many Guests Were Present 


Other life men present were O. G. 
Piggott, life manager for Critchell, 
Miller, Whitney & Barbour; Harry T. 
Wright, Equitable of New York; R. J. 
Wiese, general agent State Mutual Life; 
I. B. Jacobs, Mutual Life of New York; 
A. E. Patterson, manager Penn Mutual; 
W. M. Houze, general agent John Han- 
cock Mutual; Aubrey Piggott, manager 
life department Associated Agencies, 
Roy L. Davis, assistant manager Union 
Central Life. There were three bank- 
ers present representing the trust de- 
partments, they being Earl Harrah of 
the Straus National Bank, who spoke; 
John Hamel, First National Bank, and 





Lee Forbes, Central Republic Bank. 











AMONG COMPANY MEN 











George Ramee Resigns Post 





Vice-president and Superintendent of 
Agencies of Bankers National 
Life Retires 





The Bankers National Life of Jersey 
City announces the resignation of 
George Ramee, vice-president and su- 
perintendent of agencies. Mr. Ramee 
has faithfully served the company since 
January, 1928, a few months after it was 
organized. He joined in the capacity 
of manager of brokerage department, 
since discontinued. Shortly thereafter 
he was appointed assistant superintend- 
ent of agencies. In 1929 he was made 
superintendent of agencies, and in Jan- 
uary, 1930, was elected vice-president 
and superintendent of agencies. 

Mr. Ramee has not yet determined 
his future plans but expects shortly to 
ammounce definitely his plans to take 
ver an agency or go back into the field 
a a personal producer in New York 
Uty. 


Prudential Promotions 


John S. Skelly, home office represen- 
tative of the group insurance department 
ot the Prudential, has been promoted to 
manager of region E of that department 





and Walter D. Lemon, manager of the 
ordinary agency records department, is | 
how assistant supervisor. Walter T. | 
Jacobus, who has been manager of Reg- | 
ion E, has been promoted to pension | 
sales manager. 





Excelsior Life Appointments 


T. 0. Cox, who has been Ontario 
manager of the Excelsior Life, has been 
‘Ppointed superintendent of agencies, 
‘aking active charge of the sales or- 
Sanization, J, N. Babcock, who has 
en educational supervisor more than 
a year, becomes assistant superintendent 
“Y agencies. R. T. Boyes, his assistant, 
‘ow becomes educational supervisor. 


Midwest Life Changes 


anes changes in the executive staff 
al ¢ Midwest Life of Nebraska_were 
Hid at the annual meeting. D. M. 
“uldebrand of Seward was named vice- 
Resident in charge of real estate and 
" Ttgage investments; Clyde W. James 
“as named secretary to succeed Carl 








B. Newlon, who has been on sick leave 
for a year, and E, C. Hodder was named 
assistant secretary. A. L. Hyde of Santa 
Fe was added to the directorate. 


Walker With Detroit Life 


James E. Walker has become affil- 
iated with the Detroit Life as supervisor 
of the lower peninsula in Michigan. 
Lansing, Mich., will be his headquarters. 


Lindly Leaves Security Board 


W. A. Lindly, former president of 
the Security Mutual Life company of 
Nebraska, resigned from the directorate 
at the annual meeting and has been suc- 
ceeded by George P. Abel. Mr. Lindly’s 
age and health prevented him from con- 
tinuing in any other position than that 
of consulting actuary. The directors 
voiced an appreciation of his services. 
Other officers were reelected. 


Munsell Atlantic Inspector 


Fred S. Munsell, who has been con- 
nected with the New York Life for 35 
years, has been appointed inspector of 
agencies for the Atlantic department. 
He succeeds G. W. Long, who is retir- 
ing after being in the service of the 
company 49 years. Mr. Munsell pre- 
viously had charge of the southern de- 
partment as supervisor of Baltimore. 


Massachusetts Mutual Directors 


H. B. Crouse of Syracuse, N. Y., has 
been elected a director of the Massa- 
chusetts Mutual to succeed the late W. 
T. Taber and P. D. Huston of Nash- 
ville has been elected to succeed J. P. 
Taylor of Richmond, Va. 


New Service Life Officials 


M. W. Doggins has been appointed 
actuary and assistant secretary of the 
Service Life of Nebraska and K. D. 
Carr has been appointed assistant secre- 
tary. 

The Service Life ended the year with 
$19,000,000 insurance in force; $2,262,- 
000 admitted assets and premium in- 
come $928,000. 


Stebbins, Hallam Advanced 


H. P. Stebbins has been named assist- 
ant secretary of the Bankers Life of Ne- 
braska, and O. W. Hallam, assistant 
treasurer. 
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Big day... 


7 ALWAYS happens when 
able Life Underwriters seize 
a new sales implement and con- 


centrate on it— records are 
broken. October 26, Union Cen- 
tral applications eclipsed all 

the previous 

18 months. 

Forty-four 
the business reaching the Home 
Office that Monday morning was 
on four new policies. Yes, Union 
to the ground, and each of the 
plans announced in the last ten 
months immediately “clicked.” 














records for 
per cent of 
Central actuaries had their ears 
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Life Preserver... 


HE problem of conservation 
Ti: with us always. The 
Union Central, however, has 
found an “out” for the policy- 
holder with a 
heavy loan on 
his policy. If 
the burden of 
premium plus 
interest be- 
comes too 
great, the 
Company 
goes to the rescue with a redat- 
ing plan (announced in Octo- 
ber) that rehabilitates his in- 
surance estate, and adds to his 
regard for Life Insurance. 
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Policyholders... 


Re service and sales will 
follow” is a familiar sell- 
ing maxim emphasized this Oc- 
tober, which was Policyholders 
Service Month in The Union 
Central. Agents called on thou- 
sands of clients to offer assis- 
tance in bringing their present 

insurance up to 








RZ date. Union 
=I Central appli- 
=| cations jumped 
= less 27 percent 
“2ijljiji\ over the Sep- 


tember total. 
Conspicuous in its October 
achievement was one western 
Agency in which eleven men 
wrote 100 applications for $480,- 
000 on old policyholders—aver- 
aging over $40,000 per agent. 


cog 


Graduation ... 


HE Union Central Sales 
fe course is mighty 
popular with the men in the 
Field. Not 
only is it 
valued by 
newcomers, 
but veterans 
re-enroll fre- 
quently so they may be abreast 
of changing methods at all 
times. With October graduates, 
the alumnal roll of this speedy 
route to Life Underwriting pro- 
ficiency passed the 1,000 mark. 
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Over One and One-Half Billions in Force 








The Union. Central 


Life Insurance Company 


of Cincinnati 
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SOMETHING NEW tnar JS NE W 
IN LIFE INSURANCE 


A Dollar’s worth for every Dollar paid 

regardless of kind of policy purchased 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
participating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri 


NTERSTATE RESERVE 


LIFE INSURANCE 


COMPANY . 
A Mutual Legal Reserve Life Insurance Company 


Ten East Pearson Street : : : Chicago 











The Dividing Line Between 
Selling 
Successful Selling 


The dividing line is development. 


The trained man finds it easier to sell larger 
policies, for a greater volume each year, to a 
higher type of buyer. 


The Jefferson Standard has a training course 
that prepares its representatives for greater 
successes in selling. 


We have desirable openings, all over our terri- 
tory, for ambitious men who are willing to pay 
the price of success in work. 


@For information address: 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


JULIAN PRICE, President 


Greensboro, North Carolina 





Home Office 
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Mutual Life Portland Rally 


Manager Katz’ Agents Were Assembled 
to Talk Over the Plans 
for 1932 











The Oregon agency of the Mutual 
Life of New York under Manager A. 
D. Katz is meeting with great success. 
At his agency meeting there were 60 in 
attendance. W. K. Hood, formerly 
agency organizer, who is one of the 
youngest agents, led the organization 
with over $500,000, his first year as a 
producer. His father, C. A. Hood, is 
a member of the agency. He made the 
largest percentage of increase over the 
previous year’s production. Wilbur 
Hood at the meeting gave 10 rules for 
the success of field men as follows: 

1. Plan each night the following day’s 
work. 

2. Make the canvass such that the 
prospect will talk. At the same time 
endeavor to control the interview. 

3. Prospect thoroughly and carefully 
and eliminate dead wood. 1 

4. It is essential that a_ definite 
amount of reading on business literature 
be done each week. 

5. The agent should budget his per- 
sonal income. 

6. The agent should gain the confi- 
dence of prospects and clients. 

7. The agent should make the ap- 
proach on a survey idea, 

8. The agent should bring out the 
point in each canvass as to why men 
save money. 

9. The agent should make return call 
appointments definite. : : 

10. He advised the use of written 
proposals with definite suggestions for 
definite needs. 

At the banquet Manager Katz pre- 
sented the winning cup to Wilbur Hood, 
the largest producer, and his father C. 
A. Hood for the largest increase over 
the previous year. A prize went to L. E. 
Brown, district manager at Mashfield, 
Ore., for the agency that produced the 
largest percentage of its quota. 


Court Rejects Novel View 
of the Suicide Provision 





The United States district court for 

the southern district of California has 
ruled out the contention of a beneficiary 
that the two year suicide clause means 
that the insurer must take legal action 
to prevent recovery within two years 
of the date of issue. The case was 
Howe vs. New York Life. Howe con- 
tended that the incontestable clause 
bars the New York Life from interpos- 
ing any defense to the claim for full 
amount of the policy on the ground of 
self-destruction. 
The court pointed out that the in- 
sured might postpone his self-destruc- 
tion to such a late date in the two year 
period that it would be impossible for 
the insurer to set up a proper defense 
within two years from the date of issue. - 
The suicide and incontestable clauses 
do not conflict in this respect, the court 
decided. 





Bland Gives Portland Talks 


Frank W. Bland of San Francisco, Pa- 
cific Coast manager of THe NATIONAL 
UNDERWRITER, in his visit to Portland 
spoke before four agency meetings. His 
talk centered about organizing selling 
plans for this year. Mr. Bland is an 
enthusiastic and convincing talker. He 
addressed the agents of the Sun Life of 
Canada, E. V. Creed, manager; Mutual 
Life of New York, A. D. Katz, man- 
ager; Northwestern Mutual Life, L. F. 
Larson, general agent, and West Coast 
Life, H. J. Stewart, superintendent of 





All-State Rally Big Succes 


More Than 300 Washingtonians Tre 
to Seattle for Full Day’s 
Program 


SEATTLE, Jan. 28.—A very success. 
ful all-state one-day sales congress wa 
held here by the Seattle Life Under. 
writers Association for the life insur. 
ance fraternity of Washington. Speak. 
ers on a variety of insurance topics an( 
practical sales demonstrations made the 
day a full one for nearly 300 life under. 
writers who journeyed to Seattle fron 
all over the state. Morning and after. 
noon sessions were held as well as ; 
banquet at noon addressed by Seattle’ 
“most representative citizen,” Natha 
Eckstein, head of a grocery house, wh 
spoke on “Thrift and Life Insurance.” 

All during the previous week servic 
clubs, newspapers, and other mediuns 
carried the story of life insurance to th 
public. A number of advertisement 
were financed by the Life Insurane 
Managers and General Agents Club. 

Carl A. Olson, president of th 
Seattle association gave the address « 
welcome, 

How to Be Happy 

J. P. Mulder, manager Seattle agence 
Mutual Life of New York spoke o 
“How to Be Happy in the Life Insu- 
ance Business.” He analyzed a typica 
insurance man’s program and _ pointe 
out that to be successful a man mus 
pay the price of success and live upt 
his best possibilities. 

A life insurance program for a family 
man was demonstrated by C. L. Lam 
bert, Seattle agency supervisor Mutu 
Trust Life. He was assisted by G. ( 
Ross of the same company. 

Dwight Mead, associate general ager! 
Pacific Mutual Life, here, contrasted 
underwriting 27 years ago, when he er 
tered the business, with today. He sail 
that every agent is really in the “taxica 
business,” meaning he must walk and d 
plenty of it. 

Sources of prospects and a definite 
prospect system were expounded b 
Lawrence Bates, Seattle general aget! 
Mutual Benefit. Fred W. Elo, Phoeni 
Mutual, gave a sales presentation whit 
sold the retirement income idea. A pres 
entation of optional approach was give! 


by G. C. Scarvie and Oscar Sun 
Aetna. 

One of the best received talks wa 
given by W. L. Miller, superviso 
group department of the Northern Litt 
whose subject was “Selling Life It 


surance in 1932.” 
“The halcyon days are over,” he sat 
“It is time to get to work. Old theont 
are upset. If you know your goods ye 
can sell them. Nothing was ever s0® 
without enthusiasm. Make lots of ca 
and you will make lots of sales. 
‘Literally prospects are wherever }@ 
are. Prove it by asking the next 
people you talk to if they bought # 
the life insurance they ever expect! 
buy. 
Enthusinsm Commended 
“Know your goods. Get enthusiast’ 
See the people. And above all lets @ 
this whining, simpering un-Ameri® 
habit of blaming our own failures © 
conditions. A Los Angeles enthusi 
recently converted me. I said, ‘Hatt! 
how are conditions in Los Angele 
He said, ‘Damn it, Bill, we havent & 
any conditions.’ ” J 
“The stability of life insurance © 
panies” was the subject of the conclu 
ing talk by John J. Cadigan, preside 
of the New World Life. 
“Life insurance,” he said, ‘ 
itself a stable investment, and the ** 
has been threefold. It passed succ® 
fully through the influenza epidem™ 
with its enormous mortality claims. © 
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war. It has withstood the aftermath of 
the war—the 1930-31 depression. 

“Life insurance officials do not use 
the term investment loosely. Because 
their contracts with policyholders must 
be met with cash and nothing but cash, 
speculation, however guarded, has no 
place in their program. They invest 
first for income and not for apprecia- 
tion. Nothing is allowed to interfere 
with this rule. This is the principal fac- 
tor in their stability, and the reason why 
the man buying insurance is taking no 
chances.” 


Bankers Life Coast Conference 


G. S. Nollen, president Bankers Life 
f Des Moines, attended the western 
sales conference at Los Angeles, to- 
gether with a number of other home of- 
fice executives, including W. W. Jae- 
ger, vice-president; B. N. Mills, secre- 





tary; O. B. Jackman, superintendent of 
agencies; J. A. Spargur, assistant super- 
intendent of agencies; Dr. Ross Hus- 
ton, medical director; E. McConney, ac- 
tuary, and Paul W. Root, regional 
agency supervisor. Agency managers 
from Wyoming, Montana, Washington, 
Idaho, Oregon, California, Nevada, 
Utah, Colorado, New Mexico and Texas 
were present, together with the leading 
personal producers in that territory. 





C. F. Roehrig Appointed 


C. F. Roehrig has been appointed gen- 
eral agent of the Occidental Life of Los 
Angeles at Denver. He lived in Colo- 
rado for 10 years and was formerly a 
representative of the Associated Press. 
He owned a newspaper at Gunnison. He 
sold that to enter the insurance broker- 
age business at Denver. 
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Minnesota Mutual Program | 


Three Full Day Busi Session Feb. 
5-8 Scheduled for Convention at 
Edgewater Park 








The program for the agency conven- 
tion of the Minnesota Mutual, to be 
held at Edgewater Park, Miss., Feb. 5- 
8,is announced. Following the business 
session, Feb. 8, the agents will be taken 
to New Orleans for a day of the Mardi 
Gras. 

The first day Sam R. Weems of Dal- 
las, convention president, will be chair- 


man. The speakers will be E. W. Ran- 
dail, chairman of the board; Mr. 
Weems, H. J. Cummings, vice-presi- 


dent; Earl Smart, Ray P. Cox and R. 


/C. Lowe, agency superintendents; Claude 


Tucker, Les Livengood, W. J. Bate- 
man, K. R. Ahlborn, P. F. Jenkins, F. 
R. Bergman and P. B. Ford. 


Brown to Preside 


J. Grady Brown, convention vice- 

president, will preside the second day. 
[he speakers will be A. Howard Blan- 
ton, F. L. Keenan, E. J. Evans, H. C. 
faylor, H. E. Rickard, Mr. Brown, Dr. 
C. N. McCloud, medical director; H. 
W. Allstrom, vice-president and actu- 
ity; . Lacy, executive vice-presi- 
dent, and T. A. Phillips, president. 

The final day two topics will be dis- 
cussed—new plans and new equipment 
and organized selling and agency build- 
ing. J. V. Hines will be the only for- 
mal speaker. 

Mr. Weems, Dallas general agent, 
was the Minnesota Mutual’s production 
‘ader for 1931. Mr. Brown, a member 
othe Weems agency, is second. 

_ the Minnesota Mutual added about 
$9,000,000 of insurance in force or an 
merease of 4.4 percent during 1931. The 
record for regular submitted business 


exceeded any former year in the com- 
pany, 


Breher Heads Minnesota Agents 


A. F. Breher of St. Paul has been 
“ected president of the Minnesota As- 
‘ociation of Northwestern Mutual Life 
‘sents, E. R. Cory, Austin, is vice- 
president Clayton Olson, Argyle, sec- 
tary, and J. Walker Godwin, Minne- 
polis, treasurer. At the annual meet- 
v8 it was announced that Minnesota 
: a slight gain in new business 
od 931 as compared with 1930, with 
“wer lapses and terminations than in 
Most of the states in which the company 
Operates, 

Ps Iowa association met at Sioux 
a ae elected Rudolph Novak, Ce- 
Des aids. president; A. D. Fogarty, 
Ch ines, vice-president, and Isadore 
4pman, Des Moines, secretary. 





the 4a Southwestern department club of 
N mois Life is meeting at Excelsior 





‘Prings, Mo., Jan, 29-30. 


Jefferson Standard Meetings 





Managers from West and South Confer 
at Dallas, Those from North, East 
and Southeast at Greensboro 





Thirty southern and western branch 
managers of the Jefferson Standard Life 
met at Dallas under the leadership of 
H. T. Childre, superintendent of agen- 
cies in Texas, for study of the company’s 
new sales training course. 

In attendance from the home office 
were A. R, Perkins, agency manager; 
J. M. Waddell, agency superintendent; 
E. C. Klingman, chief underwriter; M. 
A. White, agency secretary, and Karl 
Ljung, manager of conservation. Pro- 
duction plans for 1932, which is the 
Jefferson Standard’s silver jubilee year, 
were outlined. 

A similar meeting was held in Greens- 
boro for the north, east and southeast 
managers, 45 strong. The Holderness 
cup was presented to Fred Lieberich, 
Jr., Newark manager, in recognition of 
the best renewal record of the year 
among the branch offices. W. H. White, 
Sanford, N. C., who had a 100 percent 
renewal record, was presented as the 
president of the Julian Price Club, for 
1932. Roger B. Hull, managing director 
National Association of Life Underwrit- 
ers; President Julian Price, Agency 
Manager A. R. Perkins and J. E. 
Latham, chairman of the board, were 
speakers. 

A feature of the program for the sil- 
ver jubilee year is the naming of each 
month’s production after a weil-known 
figure in the company. January is given 
to Miss Mary Taylor, secretary to the 
president and one of the best known and 
most admired workers of the Jefferson 
Standard. 


Ohio State Life Convention 


The Ohio State Life is holding its 
annual agency assembly in Columbus 
this week under the direction of U. S. 
Brandt, who was elected president last 
week. The meeting this year is being 
devoted largely to general discussions of 
insurance problems by members of the 
Ohio State Life organization. W. H. 
Hecht of Celina is the president of the 
new $200,000 Club. 








George Washington Meetings 


The George Washington Life has held 
two regional meetings. One was at 
Columbus, O., for West Virginia, Ohio, 
Michigan and Maryland general agents. 
In addition to the general agents, 
Agency Vice-President C. P. Trask and 
Supervisor of Agents C. F. Milair were 
present. Following the Columbus meet- 
ing Mr. Trask and Mr. Milair went to 
Knoxville to hold a meeting for repre- 
sentatives from Kentucky, Tennessee, 
Virginia, North Carolina, South Caro- 
lina and Georgia. 
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SPARTA—rearing her young sons under the 
iron hardships of famine, exposure, and 
violent physical suffering in order to pro- 
duce soldiers who‘could stoically withstand 
injury, pain, and the wasting ravages of 
hunger and thirst that struck down their 
less-hardened opponents—what a mother of 
Titans! 


America—now emerging from the painful 
yet purging economic punishments of 1930 
and 1931, cleansing fires that literally drove 
business into more shrewdly calculating 
management that wrings the last penny of 
profit from every dollar invested, and a citi- 
zenry schooled to the wisdont of true thrift 
with the fruits of employment—what a land 
of opportunity for courageous men and 
women! 


1932 extends a promise that, unlike the 
prophecies of other years, is pledged to 
sound progress and lasting profit because 
the foundations upon which workers will 
build is of the solidity of rock—not the 
treacherous sand of an ephemeral prosperity. 
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New Sales Plan—Clicks! 


1. 
2. 
3- 
4. 





UPER 


Advertising with a Punch! 
Illustrated Sales Talks! 
Direct Mail Letters That Pull! 


Personalized Prospectuses That Sell! 


That’s just part of our new 


GELLING SERVICE 


Sound interesting? 




















THE BANKERS RESERVE LIFE CO. 
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Watrer G. Preston, President 
R. R. Wacner, Secretary 
E. L. Dunn, Treasurer 
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ACCIDENT. AND HEALTH FIELD 








Life Men Guests of Managers 





To Tell Detroit Underwriters Why. They 
Should Handle Accident and 
Health Business 





DETROIT, Jan. 28.—A group of life 
underwriters will be the guests of the 
Accident & Health Managers Club of 
Detroit at its meeting Feb. 8. There 
will be a 15-minute address on the rea- 
sons why life men should handle acci- 
dent and health as a supplemental line, 
together with several five-minute sales 
talks, and plans for Accident & Health 
Day, which is being sponsored by the 
club, will be discussed. 





Companies That Still Are 
Writing Non-Cancellable 





A subscriber inquires whether a com- 
prehensive list of companies that are 
now writing non-cancellable dishbility 
can be furnished. The companies: writ- 
ing the bulk of the business are the 
Massachusetts Protective, Massachusetts 
Accident, Monarch Life of Springfield, 
Mass., Pacific Mutual Life, Continental 





Casualty. The Connecticut General Life 
writes it only in connection with life 
insurance. Among the companies writ- 
ing some non-cancellable business are 
the Brotherhood Accident of Boston, 
Business Men’s Assurance of Kansas 
City, Continental Assurance of Chicago, 
Craftsman of Springfield, Mass., Em- 
ployers Reassurance of Kansas City, 
Massachusetts Indemnity of Boston, 
Great Western of Des Moines, Loyal 
Protective of Boston, Mutual Benefit 
Health & Accident of Omaha, Sentinel 
Life of Kansas City. 


Kentucky Jake Paralysis 
Decision Against Insurer 








Judgment for the Provident Life & 
Accident has been reversed and the case 
of Woods vs. Provident Life & Acci- 
dent has been remanded for a new trial 
by the Kentucky court of appeals. The 
issue was whether “jake paralysis” re- 
sulting from drinking Jamaica ginger is 
compensable. 

The policy excluded indemnity for in- 
juries suffered while under the influence 
of or affected by intoxicants or. nar- 
cotics and also if the injuries result from 
the intentional act of the insured. The 








A Record of Steady Progress 























Insurance in Force 

ae ac sa $200,402,545. 

| 1926 $361,166,647. 
1931 $542,449,546. 
- | 
| Assets | 

1921) ees $37,327,381. 

1926 $67,643,709. 

1931 $115,527,218. 

Total Income 

na $9,557,325. 

1926 $18,667,904. 

1931 $29,215,949. 

Dividends to Policyholders 

1921 = —_——_—! $467,297. 

1920 $1,327,788. 
1931 $3,450,290. | 
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Kentucky court of appeals’ ruling de- 
clared the general rule is that where the 
insured intends to swallow the food or 
drink which he does swallow, but is in 
ignorance of the fact that the substance 
swallowed contains a poison from which 
injury or death result, such injury or 
death is the result of accident or acci- 
dental means, within the meaning of an 
accident policy. There was nothing in 
the pleading, according to the court, to 
indicate that the insured was under the 
influence of or affected by intoxicants 
or narcotics within the meaning of the 
policy. 

Woods stated that he received his in- 
juries by taking Jamaica ginger for 
medicinal purposes and that he had no 
knowledge that this concoction would 
paralyze his legs, feet, arms, hands and 
other parts of his body. 


Death in Boxing Match Is 
Accidental, Court Decides 








The New York Life must pay double 
indemnity for the death of a student, 
who suffered fatal injuries in a boxing 
match. This was the decision of the 
United States circuit court of appeals 
for the third circuit (Pennsylvania) in 
New York Life vs. Gustafson. The 
policy did not forbid boxing and the 
court said that the New York Life 
must be deemed to have had in view 
that there were many sports from which 
death might very occasionally and quite 
accidentally result. Accidental, accord- 
ing to the court, has in it the element 
of improbable, unusual, by chance. In 
the present case, while there was the re- 
mote possibility of death, there was no 
probability, and reflection will show 
that the reason death came in this par- 
ticular case was because a large number 
of independent, unconnected (factors 
chanced to combine and cooperate to 
make this blow break the neck of the 
deceased. 


Life, Accident Different 


The Kansas supreme court has held 
that an accident policy cannot be re- 
garded as a life policy within the mean- 
ing of the statute which provides that 
a life company may not forfeit a life 
policy for non-payment of premiums 
without. notice to a policyholder of an 
intention to forfeit and cancel after 
which the policyholder may pay the 
premium within 30 days and thus keep 
the policy alive and valid. The case 
was Loades vs. Woodmen Accident. 


Gets Writ of Prohibition 


LITTLE ROCK, ARK., Jan. 28—A 
temporary writ of prohibition was 
granted by Chief Justice Hart of the 





Arkansas supreme court to the Connec- 


ticut General Life to prevent Circuit 
Judge Speer of El Dorado from proceed. 
ing with trial of a suit against it. 

The company contends that it is a 
foreign corporation, is not doing busi- 
ness in Arkansas, and thus can not be 
sued by W. J. Williams on a group dis. 
ability policy issued to the Gulf Refining 
Company for its employes. It also al. 
leges that the 1927 act of the Arkansas 
legislature, under which summons was 
served, is unconstitutional. 





Getting Out New Supplies 


Companies writing accident insurance 
that are members of the Bureau of Ac- 
cident & Health Underwriters are noy 
busily engaged in getting up their new 
policy forms and supplies that will be 
put into effect March 1 when the new 
regulations go into eftect. Accident de. 
partments are working overtime getting 
out the necessary printed equipment 
that must be in the hands of agents, 
branch offices, general agents, etc. 


Arranging Uncancellable Rates 


The Pacific Mutual Life, Continental 
Casualty and its running mate, the 
Continental Assurance, which are work- 
ing on a revision of non-cancellable dis- 
ability rates and changes in some fea- 
tures, will not be able to announce their 
new plan before March 1. 

Herdlinger with Old Line Life 

N. D. Herdlinger has joined the Old 
Line Life of Milwaukee as agency di- 
rector in the accident and health de 
partment. Mr. Herdlinger was with the 
Great Western of Des Moines as agency 
director of its accident and health de- 
partment for 20 years, leaving in 1930 
to go with the Central Life of De 
Moines. 

In addition to his accident and health 
work for the Great Western, Mr. Her- 
dlinger has been a large producer o 
life insurance. 








New Disability Association 

The Oddkah Association, a disability 
insurance organization for members oi 
the Odd Fellows and the women’s aux 
iliary, the Rebekahs, has been orgar- 
ized with headquarters at Lawrence, 
Kan, H. F. DeWolf of Lawrence is to 
be manager of the association which 
will write disability and sickness insur- 
ance only for members of the two or 
ganizations and members of their fan- 
ilies. Officers are: President, G. F 
Schubert, Eudora, Kan.; first vice-presi- 
dent, .H: F. Wright, Topeka; seconi 
vice-president, Guy Spenny, Ottawa; 
secretary, Roy Parker, Lawrence; treas- 
urer, I. C. Stevenson, Lawrence. 











NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. 


PRICE, $5.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
ohicy | E Supplementing the “Unique Manual- 
Digest” and “Little Gem,”” Published Annually in May and March respectively 














— 





Exchange of Term Policies 





Equitable Life of New York Gives 
Instruction as to the Conversion 
of Contracts 





The Equitable Life of New York gives 
instructions as to exchange of a 5-year 
and 2-year term policy where a term 
contract is converted into permanent in- 
surance if the term policy is of an issue 
prior to Jan. 1, 1932, and contains a 
double indemnity or disability clause no 
longer issued by the company on regular 
new business. The company says: 

_ If five-year term insurance with an in- 
stalment disability benefit is exchanged 
as of a current date or one partially re- 








troactive to the register date to the pre- 
elected permanent insurance or to one 








of the higher priced forms which it Ww 
originally possible to pre-elect, the ne* 
policy will contain the disability bene 
formerly known as D14 and D15, whit? 
remains in force to age 60 and provides 
for $10 monthly income for each $1,00! 
of insurance, the first payment com 
mencing four months after the insured 
became disabled. A new scale of pre 
mium rates is charged for this benefit 
For purposes of comparison, specime? 
male rates per $1,000 of insurance 4 
shown below. The rate for females ® 
twice the male rate. 


Annual Premiums Are Shown 
Life 
Ord. Endow- Con- 
Age Life Life 20 ment 20 vertiblé 
Pekietca $5.82 $7.23 $4.48 $7.32 
ae 8.65 7.68 5.35 8.04 
Di cona 7.75 8.22 6.83 8.94 
. ees 9.23 8.90 9.27 9.91 
rot 


If the term policy contains a waive 


premium benefit, the current form of th 
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corresponding benefit, known as W16 
and 2W16, will be included in the new 
policy. The premiums for this benefit 
are shown in the new rate books. 

Permanent insurance issued in ex- 
change for a two-year term policy, or, 
in conversion of five-year term insurance 
as of the original register date, will 
carry over the same form of disability 
as is contained in the term policy, and 
at the same scale of rates, if the change 
be to the pre-elected or to any higher 
priced form. The above applies even 
though under the rules now in effect the 
full disability may not be available for 
regular new business. 

Where a term policy is converted to 
cheaper priced regular insurance than 
that originally pre-elected, or where a 
five-year term policy is exchanged as of 
a date other than the register date for 
a form other than ordinary life, life 
twenty, Endowment twenty or life con- 
yertible, only the current new business 
instalment or waiver of premium benefit 
js available and that only subject to the 
current amount, sex, and age limitations. 

The form of double indemnity which 
will be continued on an exchanged policy 
will be that which the society was 
issuing at the register date of the per- 
manent policy. 


Home of Philadelphia Scale 


Non-par Rates Slightly Increased in 
New Ratebook—Disability 
Income Discontinued 








A slight advance in its non-partici- 
pating rates is shown in the new rate 
book, effective Jan. 1, of the Home Life 
of Philadelphia. The disability income 
provision has .been discontinued but 
waiver of premium is continued, cover- 
ing disability. oécurring prior to age 60. 
The premium waiver rates have been 
materially increased. 


Rates on Principal Forms 


Annual rates per $1,000 non-partici- 
pating on the more popular forms are 
given in the illustration below at 5 year 
periods : 

Whole 20 20-Yr. End. End. End. 
Age Life Pay End. at60 at65 at 85 





$ $ $ ; 3s 
10... 12.22 19.97 41.36 14.89 13.78 .... 
15... 13.36 21.38 41.61 16.87 15.40 .... 
20... 14.81 23.09 41.94 19.48 17.50 69.30 
%... 16.64 25.15 42.39 23.01 20.27 78.15 
30... 19.01 27.66 43.02 28.18 24.02 89.55 
35... 22.09 30.74 43.94 35.01 29.23 104.40 
40... 26.17 34.60 45.43 45.43 36.88 124.15 
45... 31.74 39.58 47.89 63.30 47.89 150.00 
50 39.33 46.21 52.06 99.09 66.66 185.45 
55... 49.82 55.28 58.91 - +++ 103.53 234.60 


60... 64.41 68.06 69.93 
Rates at the same ages * sal on ‘the 
same forms, but with the guaranteed 
coupon provision, similar to the annual 
dividend in other companies, are: 


Whole .20 20-Yr. End. End. 
Age Life Pay End. at60 at 65 


y $ 3 3 £ 
13.06 21.10 43.27 15.83 14.68 .... 

1 14.29 22.60 43.56 17.92 16.41 

0... 15.84 24.43 43.96 20.69 18.64 

2 17.80 26.62 44.48 24.40 21.56 
20.33 29.30 45.21 29.74 25.52 
23.63 32.60 46.27 37.01 31.03 

40... 28.01 36.73 47.94 47.94 39.08 

45... 33.94 42.09 50.70 66.66 50.70 
42.08 49.21 55.27104.00 70.00 

55... 53.29 58.94 62.71 .. 108.94 

60... 68.91 72.69 74.63 ie 


Lincoln National New Form 





Single Premium Life Annuity With 
Insurance Benefits at Death 
Being Issued 





_An attractive new investment form 
fas been announced by the Lincoln Na- 
tional Life—the 4 percent single pre- 
mium life annuity, with insurance bene- 
fits at death. This contract, combining 
features of both life insurance and an- 
tuities, is issued in any amount from 
1,000 up to $25,000. Income at the 
Tate of 4 percent annually is guaran- 
teed. The income payments, however, 
may be received monthly, quarterly, 
semi-annually, or annually, as the buyer 
chooses. First income payments are 
made at the end of the month, three 
months, six months, or year following 
the date of the contract: The 4 percent 
income is paid unconditionally until 
death, or cancellation of the contract by 
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cash conversion occurs. This policy has 
cash and loan values on a $1,000 con- 
tract increasing from $930 at the end of 
the first year, to $1,000 at the end of 
the eighth and subsequent years. In 
event of death at any time during the 
life of the contract, its full face value is 
payable to the beneficiary named. 


Great West Life 


The Great West Life announces that 
its policies are now providing that in- 
terest on automatic premium loans will 
be 6 percent instead of 7 percent. The 
reduction is not retroactive. 


American Life of Springfield 


The American Life of Springfield, II1., 
located at 410 South Fifth street, has 
gotten out a new juvenile 20-pay life 
policy which it is issuing from one day 
to 14 years at a rate of $17.36 at age 1. 
It is granting waiver of premium in 
event of death or disability of the nomi- 
nator at a small extra charge. W. F. 
Weese, formerly vice-president of the 
Central Life of Illinois, is chairman of 
the board of this company. I. J. Lass- 
well is agency director. 


Farmers Union Mutual 


A bright spot has appeared out of the 
general business gloom. While other 
companies have cut dividends or re- 
tained the old schedule, the Farmers 
Union Mutual of Des Moines has found 
it possible to make a flat increase of $1 
per $1,000 in its dividend schedule for 
1932. 


Bankers Union 


The Bankers Union Life, according to 
announcement of Ivan Simonton, vice- 
president, is leaving double indemnity 
features unchanged except for reduction 
of rates at all ages from $1.75 to $1.50 
per $1,000. 


Republic Life, Oklahoma 


Beginning February 1, the Republic 
Life of Oklahoma City will have a com- 
plete kit of non-participating policies. 
New rate books are now going out to 
the agents. The company has been writ- 
ing stock-with-policy and in 1931 wrote 
more than $5,000,000. B. F. Biggers, 
president, announces that the agents 
will continue to write stock-with-policy 
but will be required to make certain 
quotas on the non-participating basis. 
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More Civic Interest Urged 





Ben F. Shapro Tells San Francisco 
Managers They Should be Leaders 
in All Movements 





SAN FRANCISCO, Jan. 28.—Gen- 
eral agents and managers were urged to 
take more active part in civic move- 
ments designed to improve business and 
living conditions, at a special meeting of 
the San Francisco General Agents & 
Managers Club. The speaker was Ben 
F. Shapro, Penn Mutual general agent 
and president of the San Francisco Life 
Underwriters Association. Mr. Shapro 
made a forceful talk in which he criti- 
cized the lack of adequate interest on 
the part of the life agencies. He said 
that life insurance men should be the 
leaders in all movements and if not the 
leaders, should participate as a group in 
all worth-while movements. 

“Why do we let every constructive 
movement in this city be credited to the 
chamber of commerce or some other 
organization, when we know we can do 
the job and be given the recognition 
from the citizens in the way our activi- 
ties in this city deserve?” he said. 

Others who spoke on the same sub- 
ject, in support of Mr. Shapro’s con- 
tentions, were A. J. Hill, State Life of 
Indiana; °C. M. Goodman, Equitable of 
New York; O. C. LeBart, New England 
Mutual Life, and Samuel H. Silver, In- 











The People See 
and Recognize 


Fancy titles and gaudy frills for every-day 
life insurance services won't sell most of this year’s poli- 
cies. The people now, as never before, see their life 
insurance needs face to face, and recognize them. The 
$2,600,000,000 paid by the companies in 1931, spread 
over so broad a portion of our population, taught them. 


Our prospects know what life insurance is. They 
know they need incomes for their wives, money to pay 
their mortgages, education for their children. They know 
they need retirement incomes. They know they need 
coverage for their business obligations. They know they 
need reinforcement for their estates, to pay taxes and 
administration costs, and to bring up the value of de- 
preciated securities. They know,—and they want,—a 
safe investment for their savings and surplus funds, 
And, what is as good, they know that life insurance 
supplies these good, old, staple services, and is also 
a supremely safe investment. 





THE PENN MuTuAL LIFE INSURANCE Co. 
WM. A. LAW, President 
Independence Square Philadelphia 














Come to the 


GREAT REPUBLIC LIRE 


and Double Your Production by 
Writing Its Wonderful New 


Select Risk Life Expectancy Policy 


Guaranteed Low Cost with many attractive features, including Dis- 
ability, Double Indemnity, Loss of Members and Beneficiary Insurance. 

Maximum ‘Protection for Minimum Deposit. Full caverage for the 
active years of life with extremely liberal conversion privileges. 

Liberal first year and renewal commissions paid to experienced life 
underwriters. 
For full information concerning an agency connection communicate with 


W. H. SAVAGE, Vice-President ’ 
1300 Great Republic Life Building 
LOS ANGELES, CALIF. 














ARE YOU AWAKE TO OPPORTUNITY 
Life Insurance Men of Vision Know That the Greatest 


Opportunity 
Is with the Company That Is 
NOT TOO LARGE NOT TOO OLD 
NOT TOO SMALL NOT TOO YOUNG 
The Solid Growing Company Officered by Men Who Are Agency Minded 
WE HAVE THE TOOLS 


Participating and tien Policies—Men and Women on Equal Terms—Total 
isability and Double Indemnity 


Circularization Aids — Supervisor's Help — Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


If You Are Ready for a Géneral There Is Desirable Territ Open in 
lOWA_NEBRASKA_M ESOTA—AND SOUTH DAKOTA 


THE OLD LINE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


G. Sigmund—Vice-Pres. & Agency Director 
COL. C. B. ROBBINS. ees. Cc. B. SVOBODA, Secy. 


CEDAR RAPIDS, IOWA 
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surance Foundation. The consensus was 
heartily in favor of the suggestion. 


Stage Thrift Exhibit 


Eighteen St, Paul life agencies united 
in putting on a thrift exhibit at the Min- 
nesota industrial exposition just held in 
St. Paul. The exhibit was sponsored 
by the St. Paul Managers & General 
Agents Club and stressed the value of 
life insurance in the budget of every 
family. 

Discuss Disability Changes 

Vice-president H. S. Standish, man- 
ager Sun Life of Canada, presided at the 
luncheon-meeting of the Life Managers 
Club of Los Angeles, in the absence of 


President Sam McCurdy, Discussion 
centered on recent changes in disabil- 


ity benefits. Each manager and general 
agent reported in detail the rulings of 
his company, 

Harold D. Leslie, Northwestern Na- 
tional Life, president the Los Angeles 
chapter of the Chartered Life Under- 
writers, reported an attendance of be- 
tween 75 and 80 in the C. L. U. course 
given at the University of Southern 
California. 





Winnipeg Managers Elect 


WINNIPEG, CAN., Jan. 28.—At the 
annual meeting of the Life Managers 
Association of Winnipeg, the following 
officers were elected: President, J. A. 
Sully, London Life; vice-president, W. 
G. Muir; secretary-treasurer, Homer S. 
Robinson; executive committee, O. W. 
Robbins, O. Pryce-Jones, J. W. Cald- 
well, P. V. Bond and E. P. Withrow. 
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Coffin Offers 1932 Program 





Urges Stressing of Fundamentals and 
Simplicity in Presentation in Bos- 
ton Association Talk 





BOSTON, Jan. 28.—Vincent B. Cof- 
fin, superintendent of agencies Connec- 
ticut Mutual Life, stressed the impor- 
tance of fundamentals and simplicity in 
prospecting in 1932, in an address before 
the Boston Life Underwriters Associa- 


tion on “Opportunities for the Life 
Underwriter in 1932.” 
Work More Enthustiastically 


Mr. Coffin urged the underwriters to 
work harder and more enthusiastically, 
having the knowledge that extra hours 
per day will result in extra number of 
insureds. There should be, too, more 
and better prospecting, with a more in- 


tensive, specific plan or program. The 
sales presentation should be brightened 
up with human interest angles. 

There should be a well determined 
basic idea in the appeal to any prospect, 
said Mr. Coffin, care of family, or care 
of self. The appeal should be made 
direct. There is no room today for 
pretense in approaching a prospect. No 
one need be ashamed of selling life in- 
surance. The real need of the prospect 
should be clearly understood and pic- 
tured, and presented in the simplest pos- 
sible terms. The prospect’s future 
should be clarified for him in simple yet 
definite terms otherwise the agent won't 
sell much insurance. He also urged 
that the agent frankly state the cost. 
The prospect would rather have a defi- 
nite figure in his mind than be flounder- 
ing around over some imaginary figure. 
Visual methods should be used in put- 
ting the picture before the prospect. 





He explained that there would be no 
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Insurance Reports. 


Operating in Alabama, 





F OR twenty-five years Pro- 
tective Life has been a symbol 


protection. 


Its reserves are in excess of 
the 
further strengthened by the 
unusually large capital and 
surplus. 

Protective Life is rated “Excellent” the highest of five 
ratings accorded life insurance companies, by Best’s Life 


It has no affiliation with any other institution. 


Insures from birth to age 65. 
and non-participating insurance. 
become participating when paid up. 
allowed on funds left on deposit with the company. 


Tennessee, Texas, Florida and North Carolina 


strength and safety and 


legal requirement, and are 


Writes both participating 
Non-participating policies 
Interest dividends are 


Mississippi, Louisiana, 


UNDERWRITER 


difficulty in 1932 in finding listeners and 
prospects, but that final action would 
be determined greatly by the amount of 
work put into the canvass. 


McCuish Heads Canadians 


Vancouver Man Succeeds P. H. Dubar— 
A. J. R. Parkes, Montreal, Is First 
Vice-President 





R. G. McCuish of Vancouver, who 
represents the Canada Life, was elected 
president of the Life Underwriters As- 
sociation of Canada at the annual meet- 
ing. The honorary or retiring president 
is P. H. Dubar of Quebec, who repre- 
sents the Imperial Life. 

First vice-president is A. J. R. Parkes, 


Sun Life, Montreal. Provincial vice- 
presidents are: 

The provincial vice-presidents are: 
British Columbia, J. Granger, Mutual 


Life of Canada, Vancouver; Alberta, C. E. 
Bissell, Canada Life, Calgary; Saskatche- 
wan, W. L. Noyes, Imperial Life, Saska- 
toon; Manitoba, B. H. Cole, Sun Life, 
Brandon; Ontario, F. C. Morrow, London 
Life, London; Quebec, J. A. Vidal, 
Crown Life, Sherbrooke; New Brunswick, 
R. C. MacDonald, Crown Life, Moncton; 
Nova Scotia, Rod MacDonald, Sun Life, 
Sydney; Prince Edward Island, J. A. Mc- 
Kenzie, Dominion Life, Charlottetown. 

Chairman of the board is S. C. Vinen, 
Canada Life, Toronto; honorary secre- 
tary, F. C. Hoy, Canada Life, Toronto; 
honorary treasurer, A. D. Anderson, 
Aetna Life, Toronto; registrar, degree of 
c. L. U., J. G. Taylor, Mutual Life of 
Canada, Toronto; chairman, active board 
of Institute of Chartered Life Under- 
writers, H. W. Gundy, Sun Life, Toronto; 
chairman membership committee, A. L. 
Wright, Sun Life, Toronto; chairman 
publicity committee, H. C. Henderson, 
North American Life, Toronto. 

Additional members of the board are 
E, N. Jory, Great West Life, Toronto; G. 
A. German, Crown Life, Toronto; G. H. 
Dawson, Mutual Life of Canada, Hamil- 
ton; G. S. McConkey, Imperial Life, 
Barrie, Ont.; I P. McNabb, Dominion 
Life, Peterboro, Ont.; W. H. Colclough, 
London Life, Stratford, Ont.; R. McInnes, 
Dominion Life, Saskatoon. 

* * * 

Colorado—A. E. Patterson, general 
agent for the Penn Mutual, Chicago, and 
president of the Chicago Life Under- 
writers Association, will speak at the 
sales congress of the Colorado associa- 
tion in Denver, Feb. 19, on “How to Find 
Your Buyer.” Mr. Patterson will also 
appear on the banquet program. 

G. Franklin Ream, field service mana- 
ger Mutual Benefit, was the principal 
speaker at the January dinner of the 
Colorado association in Denver which 
climaxed Life Insurance Day. 

There never was a day when the public 
acceptance of life insurance was so un- 
animous as today, he said. As long as 
there are life values to be fulfilled, he 
declared, there will be a demand for life 
insurance. 

x * * 

Cincinnati—“A Wonderful Accident” 
was the title of the address of A. E. N. 
Gray, assistant secretary Prudential, be- 
fore a joint meeting of the Cincinnati 
association and the chamber of com- 
merce forum which was attended by 
about 400. 

Mr. Gray told of the founding of life 
insurance in the form of the fraternal 
benefit societies, and of how the level 
premium was mathematically calculated. 
In the process a certain percentage was 
laid aside for investment and a certain 
percentage for protection. He showed 
how it was unnecessary for the life com- 
Panes to sell securities at market or 
fictitious figures, as their income from 
premiums, maturing bonds, interest, etc., 
could never be less than the outgo, thus 
making the life insurance companies al- 
ways in the market to buy securities but 
never to sell, as when they buy the aim 
is to secure the interest and to allow 
the security to mature in due course. 

Mr. Gray said that the depression has 
brought out the value of life insurance 
as an investment and its safety. He 
called attention to the fact that other 
financial institutions are now being 
called upon to follow the example of 
life companies in their investment pro- 
grams. 


* * * 
Pittsburgh — “Bill” Roper, former 
Princeton football coach, now manager 


of the Prudential at Philadelphia, spoke 
before the Pittsburgh association on 


January 29, 1932 





Janua 


— 








We want you to know we 
are in the forefront with 
SALES PRODUCING 
IDEAS. ... 





Our New 
COMPLETE COVERAGE 
COMBINATION POLICY 

provides 


LIFE 
ACCIDENT & HEALTH 


Total & Permanent Disability 
Old Age Benefits 


all in one contract 





Agency Openings in 
Michigan 
Missouri 
Ohio 

Oklahoma 


Illinois 
Indiana 
lowa 





Abraham Lincoln 
Life Insurance Company 
Springfield, Illinois 
H. B. Hill, President 
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Policies That 
Keep Abreast 
of the Times 


To the life man who desires 
to serve his clients with the 
proper sort of disability cov- 
erage, the line issued by this 
Company will be found to 
be completely satisfactory. 


He will find Accident and 
Health contracts as satisfac- 
tory to him as his own life 
policies. We offer life agents 
a substantial addition to 
their income. Send in the 
coupon for full information. 


MAIL COUPON 








INTER-OCEAN CASUALTY 
COMPANY 





CINCINNATI-ONIO 
| lsu Fleer’ Ameriess ‘Stde., Clectasat!, Obie. | 
Please cond me information regarding your sa | 
| dent and bealth policies, l 
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pall field. He said that concentration 
on the matter at hand is as necessary 
for agents as for athletes. He advised 
everybody to keep physically fit. He 
said this is as essential in the battle of 
pusiness as in a football scrimmage A 
umber of members of the Yale-Har- 
yard-Princeton club were present. 

Louisville—Members of the Louisville 
association turned out in force to hear 
c. Vivian Anderson, Cincinnati million 
dollar producer for the Provident Mutual 


and vice-president National Association 
eof Life Underwriters. Mr. Anderson 
spoke on the dignity of the agent's pro- 


fession. He said that in his youth he 
was something of an athlete and easily 
pestea the banker, the doctor, the lawyer 
and others who opposed him in athletic 


sports. After he entered life insurance, 
for four years he wrote less than 
$100,000 a year, until he awoke to the 


fact that he had an inferiority complex, 


vas afraid of the banker and the big 
man, didn’t approach him right. He 
began thinking that physically he was 
ys good or better than his old chums 
ud opponents in athletics and decided 
that he was as able in business as they 


were if not more so. It gave him a new 
onfidence that brought him to the front, 
eplacing the lack of confidence that 
neant obscurity. 

Attending the meeting were two past 
presidents of the Natienal association— 
john L. Shuff of Cincinnati, retired gen- 
eval agent of the Union Central Life, and 
w. J. Powell, Louisville general agent 
Equitable Life of New York. 

3S xs * 

Madison, Wis.—The Madison associa- 
tion featured a radio hour over station 
WIBA on Life Insurance Day. 

George A. Boissard, president National 
Guardian Life, spoke on “The Certainty 
of Your Life Insurance”; Mrs. George J. 
Ritter, president Madison Woman's Club, 
m “Life Insurance in the Home,” and 
Dave Darrah, chairman of institutional 
dvertising for the Madison association, 
m “Underwriting—the Doom of the Four 
Horsemen.” 

* * * 

Savannah, Ga.—TI. S. Moses is the new 

president of the Savannah association, 


succeeding Anthony Harty. C. W. Seiler 
s the first vice-president; W. G. Talia- 
ferro second vice-president, and Miss 
T. A. Getz secretary. 

*x* * * 
Fort Smith, Ark.-—Twenty-three Fort 


Smith life insurance men, at a breakfast 
Jan. 21, in observance of Life Insurance 
Day, voted to organize a local associa- 
tion, The first meeting will be held 
Feb. 20 for adoption of constitution and 
by-laws and election of officers. The 
temporary committee in charge of or- 
ganization is composed of Paul Men- 
enoeh, J. K. Jordan, David E. Shapard, 
George Hughes and John M. Andrews, Jr. 
* * os 
Peoria, Ill.—President Elbert Storer of 
th National association was the honor 


guest of the Peoria association last 
reek All speakers were provided by 
the association during thrift week for 


ny organization that desired addresses. 
The executive committee met Mr. Storer 
the morning. He spoke before the 
anagers’ division of the association at 
30 a, m. He then addressed the Ro- 
tary Club. H. C. Portwood, manager of 
¢ Bankers Life of Iowa, of which Mr. 
Storer is Indiana manager, had him at 
is agency convention. At 6 p. m. Mr. 
Storer talked over Radio Station WMBD. 
In the evening he addressed the Peoria 
sociation, being introduced by Secre- 
ary L. O. Schriver of the National as- 
‘tiation, who resides in Peoria. Mr. 
‘orer emphasized the importance of 
mvincing the owner of an insurance 
olicy that his indemnity means just as 
wuch tangible property as any blue 
heck investment he might make. Life 
‘Nsurance has not changed in its value. 
‘Stocks and bonds go up and down. 


Dr. H. W. Cook, vice-president and 
medical director of the Northwestern 
National Life, will be the February 
‘eaker, 

*x* * * 
New York—J. M. Blake, manager of 


the field service department of the Mas- 
‘achusetts Mutual Life, and G. B. Dorr, 
‘epresentative here of the Equitable 
Life of New York, will be the speakers 
‘t the next dinner meeting of the New 
‘ork City association, Feb. 9. Mr. Blake 
vill speak on “An Active Agent’s Ac- 
‘ons and Attributes,” while Mr. Dorr's 
‘ubject will be “Sales Analysis.” 
 ¢ ¢ 

St. Louis—“What Price Policy Loans?” 
2 one-act play written by L. L. McAlis- 
“t, superintendent of agencies Pilot 
“fe, and directed by Mrs. Nelson M. 








Pope, will be presented for the members 
of the St. Louis association on Jan. 29 
Two weeks later the play will be given 
an evening performance to which insur- 
buyers will be invited. 

BY * 

Missouri Sleope—The Missouri Slope as- 
sociation, meeting in Bismarck, N. D., 
recorded its opposition to a movement 
to move the state capital from Bismarck 


ance 


to Jamestown, N. D. 
Me x * 
Chattanooga, Tenn.—FElbert Storer of 


Indianapolis, president of the National 
association, addressed the Chattanooga 
Association of Life Underwriters Tues- 
day night. New officers were installed, 
as follows: Earl Webster, president; 
L. W. Rhodes, vice-president; C. H 


Crimm, secretary-treasurer; G. A. Daven- 


port, J. W. Bishop, Llewellyn Chapman, 
George MacDonald and John Abbott, di- 
rectors. 

* * x 


Utica, N. ¥.—Ray Goewey, Syracuse 
manager of the Connecticut General Life, 


spoke at the January meeting of the 
Utica association on “Peddling vs. Sell- 
ing.” A. A. Drieu, agency supervisor 
of the Syracuse office of that company, 
gave a general summary of the outlook 
for insurance selling this year 
OK qe ~ 

San Diego, Cal.—At the annual meet- 
ing of the San Diego association, Wil- 
liam DeCamp was elected president; 


Ww. M. 
Ewing, 


and W. L. 
Directors, 


Seline, vice-president, 
secretary-treasurer 


in addition to the officers, are L. E. 
Jennings, R. E. Neiman, J. H. Conyne, 
M. P. Vestal, L. H. Gwinn, Ed Boilard, 


J. F. Mcintyre, C. L. 
Shields. 


Randolph and CC. J 


x* * *¢ 

Central California—RK. A. Brown, presi- 
dent of the Los Angeles association and 
chairman of the million dollar round 
table of the National association, was 
the guest of honor and principal speaker 
at the luncheon-meeting of the Central 
California association at Fresno, giving 
some “Sales Hints from the National 
Convention.” 

With an attendance of over 200 mem- 
bers and guests, the meeting was the 
largest and most enthusiastic in the his- 
tory of the association. Allen K. Her- 
man presided. 

x * * 

Milwaukee—More than 200 were in at- 
tendance at the first regular meeting of 
the Milwaukee association. “Proper 
Habits in the Selling Process” were dis- 
cussed by H. J. Cummings, vice-presi- 
dent Minnesota Mutual Life. 


Financial Yard Stick Given 
You as Old Financially as in 
Years? Make Sure,” is the title of a 
volume put out by the American Provi- 
dent Society of New York, the author of 
which is C. M. deForest. Dr. S. S. 
Huebner, dean of the American College 
of Life Underwriters, collaborated. 
Reserve schedules are incorporated in 
the book, showing the reader’s economic 
age. By reference to the table, readers 
can give themselves mozxthly or annual 
financial examination. The table shows 
the amount that should be accumulated 
as reserve at various ages by those in 
the small, fair and good salary groups. 
Also the weekly savings necessary to 





“Are 


make the standard accumulations are 
shown, 
The reader is told that if he is far 


behind the table, it will take him a long 
time to get up to par. But by purchas- 
ing life insurance that goal can be ob- 
tained immediately. 

The price is 50 cents. 


Pan-American Life’s Club 


Creation of a new division of the 
Dynamo Club, official organization of 
$200,000 producers of the Pan-American 
Life, has been announced by Ted M. 
Simmons, manager United States agen- 
cies. It will include producers of $100,- 
000 annual paid business and will afford 
similar recognition to that shown the 
$200,000 section, or senior division of 
the Dynamo Club. Dr. E. G. Simmons, 
vice-president and general manager of 
the Pan-American and honorary chair- 
man of the Dynamo Club, was swamped 
with production pledges for 1932 from 
his company’s field organization follow- 
ing announcement of the new section. 
The pledges totaled several million 
dollars. 
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if you want— 


—Unrestricted Territory 
—Vested Renewals 


—Agency Building 
Opportunity 


—Home Office 


Co-operation 


then you want 
the ti Agency Contract 


as issued by 





MADISON, WISCONSIN 
Address W. J. Wandrey, Secretary and Agency Manager 














Girard Life Insurance Company 
Philadelphia, Pa. 


Has excellent General 

in’ Ohio, Pennsylvania 

Generous first year and renewal commissions. 
Low net cost policies. 


We seek General Agents of high character and ability, who are will- 
ing to devote efforts to building a real General Agency. 


Agency openings 
and Michigan 


When writing give us a fair word picture of yourself and your insur- 
ance experience. 


Your correspondence will be treated confidentially until 
such time as we have your permission to make inquiry. 




















1932 


1851 
Co-operation - Sincerity - Service 
| Our Motto for Over 80 Years 
Ask Any Berkshire Agent 
BERKSHIRE LIFE INSURANCE CO. 


Incorporated 1851 
PITTSFIELD, MASSACHUSETTS 











THE UNITED STATES LIFE USNEAYx 
Organized 1850 In the City of New York Non-Participating Policies Only 
Over 80 Years of Service to Policyholders 
Good territory for personal producers, under direct contract 





HOME OFFICE: 156 Fifth Avenue, New York City 
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POPULAR 
JUVENILE 
POLICIES 


Our Juvenile Policies 
are proving very popu- 
lar both with our 
agents and their cli- 
ents. They are written 
at ages from birth up 
and give full value at 
age five. Of course, 
our agents also carry 
all regular and stand- 
ard policy forms. For 
information regarding 
our agency contract 
write direct to the 
Home Office. 


BUILDERS LIFE 
INSURANCE COMPANY 


Karl J. Crist, Executive Vice-President 


228 N. La Salle St. 
CHICAGO ILLINOIS 



































No Better Territory 


No Better Company 

No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


WwW. W. Lane, F. L. Alexander 
Secretary President 
W. R. Smith, Field Vice-President 
LAFAYETTE, INDIANA 














Life Insurance— 
Trust Service 


now go hand in hand. Men of 
affairs demand both. Life In- 
surance creates the estate. 
The Life Insurance Trust 
safeguards it. 
Send for booklet 
The Life Insurance Trust 


Chicago Title & Trust Company 
@ West Washington St. 
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Clay W. Hamlin Men Meet 


Some Forceful Points Were Brought 
Out in Addresses by the Prominent 
Speakers 








When Clay W. Hamlin Co., general 
agents for Mutual Benefit Life, held its 
annual convention at Buffalo, with 150 in 
attendance, Oliver Thurman, vice- presi- 
dent and superintendent of agencies, 
gave a message on “The Mutual Bene- 
fit,” in which explanation was made of 
a new retirement income bond. 

Dr. W. A. Reiter, medical director, 
spoke on matters of interest from the 
medical standpoint. Caleb Smith of the 
Massachusetts Mutual, Ann Arbor, 
Mich., stressed the value of consistent 
production, and the necessity for break- 
ing up one’s annual quota into monthly, 
weekly and daily portions—getting a 
part of the whole, ee a le the 
answer to eur present problem. 

J. S. Drewry of Cincinnati, said: “I 
think we have reason to be the most 
enthusiastic—most optimistic—people on 
earth because if we do not experience 
the greatest expansion in life insurance 
history, dating from the present time, 
it will be simply because we have not 
made use of our opportunity.” 

L. C. Roth, Buffalo, having ied the 
agency in volume for the year, presided 
as toastmaster at the dinner. Rev. B. C. 
Clausen of Syracuse advised that men 
stop “Crying Out Loud,” get at the root 
of their problem, and then meet it with 
confidence. 

G. F. Gaskill, Buffalo, touched a 
thought-provoking note in his message 
with the query: “Are you talking life 
insurance and not selling much, or are 
you talking life’s problems and how life 
insurance will solve them and selling a 
lot?” 


L. C. Witten Conducts His 
Annual Agency Convention 





L. C. Witten of Cincinnati, general 
agent in southern Ohio for the Massa- 
chusetts Mutual, conducted his annual 
meeting last week. The speakers were 
W. M. Benton, superintendent of agen- 
cies from the home office; J. M. Blake, 
manager of field service, and H. H. 
Pierce, associate actuary. Other speakers 
included W. P. Lillard, vice-president 
Snow King Baking Powder Co. of Cin- 
cinnati, and Grover Davidson, district 
manager at Lima. The agency had a 
very successful six months to close 1931. 
‘It wrote more business the last six 
months than the first six. There were 
115 sales in December, with a gain of 
insurance in force for the year of $2,- 
365,000. The new men taken on the 
past year produced more than their 
share of the business by writing 25 per- 
cent of the total, while they numbered 
only 20 percent of the entire agency 
force. 

The agency leaders are H. L. Binim 
of Dayton, M. W. Fiegert of Van Wert, 
Benjamin Mielziner and H. L. Reece of 
Cincinnati. 


Massachusetts Mutual Meetings 


Agents of the Massachusetts Mutual 
Life from St. Louis, eastern Missouri 
and south central Illinois attended the 
annual meeting of the Chester O. 
Fischer agency in St. Louis. Vice- 
President J. C. Behan, R. M. Benton, 
superintendent of agencies, and J. M. 
Blake, manager field service department, 
were present from the home office. 
Among other speakers were a number 
of prominent general agents from other 
cities including J. W. Yates, Detroit; H. 
W. Abbott, Pittsburgh; Ward Hackle- 

















man, Indianapolis; T. C. Looney, Jr., 





Memphis; F. T. McNally, Minneapolis, 
and L. C. Witten, Cincinnati. 

The home office contingent also at- 
tended the annual meeting of the Reul- 
ing & Williamson agency at Peoria, 
with 50 central Illinois agents in atten- 
dance. 


Wigginton Names Aides 


C. R. Sodon has been appointed 
agency instructor and N. B. Morrow, 
unit supervisor in the Frank C. Wig- 
ginton agency of the State Mutual Life 
in Pittsburgh. Mr. Wigginton secured 
more than $600,000 from new organiza- 
tion in 1931. The agency’s income in 
1931 was greater than in 1930 and an 
increase is being registered in January. 


Shows 25 Percent Increase 


The District of Columbia agency of 
the Massachusetts Mutual Life increased 
its business in 1931 25 percent over 1930, 
with 90 percent increase in premium in- 
come. L. V. Freudberg led the agency, 
paying for more than $1,000,000. D. J. 
Harrison was second, while Miss Belle 
Raymond had a record of over $250,000 
paid for. 


Southern General’s Officers 


The Southern General Life, Memphis, 
chartered in October, has elected these 
officers: R. L. Jordan, chairman of the 
board; John B. Vesey, president; Frank 
Heaton, vice-president and general man- 
ager; Frank C. Aydelott, vice-president 
and agency manager; E. P. Russell, 
vice-president and general counsel; J. E. 
Vinsohn, treasurer; M. O. Carter, secre- 
tary. Directors inclyde Dr. W. L. 
Simpson, W. J. Galloway, Frank Doo- 
ley, B. C. Welch and G. W. Joeckel. 








Security Life of Chicago Is 
Withdrawing from Michigan 


(CONTINUED FROM PAGE 5) 


of an openly hostile commissioner? 

There can be but one answer to the 
first question. NO! The commissioner 
will not try a present right. The com- 
pany must decline to try a past right. 
As to 1931, the litigation properly should, 
and will be discontinued. 

“As to the second question, future 
operation in Michigan, a serious doubt 
arises. If an application for 1932 means 
more litigation, more expense and more 
disturbance by the commissioner, can 
the company fairly ask agents and stock- 
holders to share the burden? Probably 
not. That the state of Michigan may 
lose thousands of dollars in premium 
taxes is an incident—but important.” 

The company’s counsel moved dis- 
missal of the Michigan injunction case 
and it is understood this would be ac- 
complished sometime this week. 


Reinstates Old Order 


Paul G. Eger, assistant attorney-gen- 
eral, was in the federal court of Judge 
E. J. Moinet prepared to defend the 


‘state with a large number of witnesses 


who had been subpoenaed. Dismissal 
of the injunction proceeding, however, 
automatically reinstated Commissioner 


Livingston’s order refusing to relicense 
the Security, as he had been under a 
temporary restraining order for several 
months. 

Commissioner Livingston, his second 
deputy, Ralph Wade, and chief exam- 
iner and actuary, Joseph E. Reault, all 
were in Detroit prepared to take part 
in the hearing set for Jan. 25. 
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SAN FRANCISCO 


Fascinating — Metropolitan — Cos- 
mopolitan — Indomitable 
— Prosperous 
Never Hot — 
Never cold — 
Best Markets — 
— Cheapest Living 
Would you like to live in a bungalow 
smothered in flowers and work in this all- 
year-round outdoors country? 


For particulars address: 


E. H. LESTOCK GREGORY 
General Agent 


7Etna Life Insurance Company 
Russ Building ” ion Francisco, California 














Scovell, Wellington 
and Company 
ACCOUNTANTS—ENGINEERS 
10 East 40th Street, New York 


Boston Chicago 
Phiedsiphia Sas Francisco 








WANTED 
Experienced Supervisor 
An old established Chicago General 
Agency of one of the large mutual 
Life Insurance Companies desires the 
services of an experienced Super- 
visor to recruit and supervise a unit. 
Applicant must be thoroughly experi- 
enced. Good salary to start. Write 
fully giving age, experience, etc. Re- 
plies will be held in strictest con- 
fidence. Address U-84, The National 





Underwriter. 











scratch. organizer and executive. 
University duate. 
poreiome. 


wider field with rea 


WANTED 
CONNECTION AS MANAGER OR GENERAL AGENT 


with a 
PROGRESSIVE LIFE INSURANCE COMPANY 


Seven years with a leading eastern company. 


Thorough knowledge of agency building and 
aried experience in procuring and training new agents and supervising 
eld force. Large peresnal producer. —- » references. 

opportunity for grow 
ferred, but will consider an attractive proposition elsewhere. 


ADDRESS BOX U-82 
THE NATIONAL UNDERWRITER 
U5 W. Jackson Bivd., Chicago 


Built a $2,000,000 organization from 
ive, energetic and leader of men. 
managerial 


Now interested in 


and development. New York pre- 
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Most Effective Life Insurance 
Appeals to Use in 1932 Outlined 
by Abner Thorp—Uptrend Noted 


In his monthly letter to the “Diamond 
Life Bulletin’s” subscribers, Abner Thorp, 
Jr., editor and manager, considers the pre- 
vailing general business conditions, life in- 
surance appeals that will be most effective 
in 1932, annuities, father and son insurance, 
women and older men. Mr. Thorp’s com- 
plete report is subjoined: 


General Business Conditions 
Point to Gradual Upturn 


We have just finished reading all 
available prophecies on business condi- 
tions in 1932. The result of all that 
reading can be put into one paragraph: 

“While in all probability 1932 will be 
a year of business improvement there 
is little at present to sustain the view 
that its gains will be _ sensational. 
Rather, we must content ourselves with 
a slow but salutary uptrend.” 

In every depression unsatisfied wants 
accumulate. The wants of millions of 
people have been dammed by fear. The 
wants of others have been dammed by 
actual financial difficulty. A vast lake 
of repressed wants has been formed. 

It must be kept in mind that there 
is no limit to the growth of human 
wants. It is a safe proposition that 
wants never cease to expand. 

Some day these repressed wants will 
either flow over the top or burst the 
dam and, just as after the world war, 
there will be a flood of buying. 

Meanwhile, there are certain side 
sluice-ways to the dammed-up wants and 
it is these we ask you to consider. 


Life Insurance Appeals 
Most Effective in 1932 


1. Recoup estate losses. Some agen- 
cies are directing particular attention to 
those whose savings and investments 
have been largely wiped out or greatly 
diminished; whose estate values have 
shrunk so that they will no longer carry 
out life’s plans. To make up the de- 
ficiency, or to cover loans, do you know 
of any quicker or less expensive method 
than life insurance? 

If the man’s hopes materialize, the 
amount deposited in life insurance will 
seem negligible; if they do not material- 
ize, the life insurance will replace the 
financial foundation which has crumbled 
or disappeared. 

There are thousands upon thousands 
of men waiting to be “straightened out,” 
men who, were they to go now, would 
leave little (or nothing) and that little 
unsalable or without value as collateral. 

2. Annuities. The annuity business 
is, we believe, just in its infancy. As 
Theodore M. Riehle, vice-president Na- 
tional Association of Life Underwriters, 
says: 

“If they can’t pass, sell them an an- 
nuity. If they’re too old, sell them an 
annuity. If they have all the life insur- 
ance they want, sell them an annuity. 
Annuities are financial poetry.” 

When you consider the safety of the 
investment, the very respectable inter- 
est yield, the optional maturity date— 
avoiding. necessity for dangerous rein- 
vestment—the unique and valuable life 
income guarantee, and the favorable 
plans for purchase by the payment of a 





single sum or by installments, it is diffi- 
cult to understand why it should take 
a financial upheaval to bring annuities 
into general popularity. 


Father and Son Cover 
Encourages Thrift 


3. Father and Son Insurance. A 
number of agents have long made it a 
practice to persuade fathers to buy life 
insurance upon their sons when they 
reach an insurable age. One agency has 
stated that it will forward to its com- 
pany applications for two millions of 
life insurance within ten days if the age- 
limit is lowered three years. 

Do you know of any disadvantages to 
such a purchase? Here are some of the 
advantages: It is the best method yet 
discovered to encourage thrift. The 
eventual amount deposited will usually 


be less, and the eventual maturity 
amount usually greater, than if pur- 
chased at any later age. Should the 


youth become uninsurable later, at least 
he has something. 

When a man has built up his own in- 
surance estate to satisfactory propor- 
tions, what finer thing can he do than 
to start his son on the same route? 

Also, there is father and daughter in- 
surance, Few persons in this world are 
so close to a father’s heart as his daugh- 
ters. No matter how large an estate a 
man has, a separate, guaranteed income 
of $25, $50, or $100 a month to his 
daughter has a tremendous appeal. Men 





divorce their wives and a few of them 
neglect their mothers, but they will pro- 
vide for their daughters while manhood 
lasts and life remains, 


Women Under-Insured But 
Have Large Part of Wealth 


4. Women, Women are now insured 
for about 5 percent of the total amount 
in force, according to authorities. Yet 
it is said that they own 40 percent of 
America’s wealth; it is said that approx- 
imately one-third of the customers of 
bond houses are women. 

Women are more saving than men. 
Often, too, they are more persistent. 
The business or professional woman— 
and there are millions of them—who 
once decides to own a home of her own, 
or to travel abroad, or to establish a 
fund for retirement, or to eliminate a 
financial blow to her family caused by 
her death, will accomplish her ends if 
shown the way. 

Experience indicates that the single 
girl before the age of 30 is most in- 
terested in 10 to 25-year endowments, 
primarily as a clean-up, secondarily as 
a means of saving for a specific purpose 
or for retirement. After age 30, the 
single woman accepts gracefully the sys- 
tematic savings, guaranteed principal 
and interest, relief from worry and dan- 
gers of investment, of the retirement an- 
nuity. 

Often, too, there is the same need for 
bequest insurance, educational insurance, 
business insurance, or tax insurance, that 
there is with men. 

Finally, women are ordinarily more 
appreciative of service than men and are 
the best word-of-mouth advertisers in 
the world. As endless-chain coopera- 
tors they repay service with service. 

5. Older Men. Says Mr. Riehle: 








- Many Pointers At Congress 








OKLAHOMA CITY, Jan. 28.—The 
annual sales congress of the Oklahoma 
Association of Life Underwriters last 
week was characterized by enthusiasm 
over the program presented. Roger B. 
Hull, managing director National asso- 
ciation spoke at the morning session, 
sharing honors with Mrs. Robert Ship- 
ley, wife of the Penn Mutual Oklahoma 
general agent. Mr. Hull talked on “The 
Road Back to Security—the American 
Plan,” and Mrs. Shipley told how a wife 
can help her husband. 

President J. A. Wood occupied the 
chair and George Summy, general agent, 
Phoenix Mutual, had charge of the pro- 
gram. In the absence of Commissioner 
Read, William Warren, newly ap- 
pointed insurance board secretary, gave 
a short word of greeting. 

Attention was directed to the neces- 
sity of conservation in business by Wel- 
don W. Hall, New York Life special 
agent at Shawnee, in a talk on “Pro- 
ration and Royalties in Life Insurance”; 
and J. Lester Sharp, Massachusetts 
Mutual agency supervisor at Oklahoma 
City. Mr. Hall advocated calling a 
client’s attention to the necessity of pro- 
viding for the second premium, when a 
policy is delivered. 

An interesting discussion of “Life 
Underwriter Organized” by E. L. Alli- 
son, Phoenix Mutual special agent at 
Tulsa, developed the thought that the 
man with larger income is as easy to 





sell as those on smaller salaries. W 
W. Peterson, Connecticut Mutual, Okla- 
homa City, briefly spoke on the mind of 
the 1932 buyer of life insurance. 

After the introduction of agents who 
made unusual records in 1931, the after- 
noon session got into full swing with 
an interesting demonstration of the 
value of visualized selling by E. L. 
Chase, Equitable at Edmond. 


Needs of Individual Paramount 


Plans of individual underwriters for 
attacking 1932 business were revealed in 
an open forum conducted by George E. 
Lackey on “Methods of Modern Mer- 
chandising.” 

_ It was generally conceded that study- 
ing specific needs of the individual is 
a paramount detail in the coming year’s 
underwriting. C. C. Day’s plan is to 
ask his client, not what he wants to do, 
but what his property has to do, and 
then convince him of that, and that life 
— is the only thing that will 
o it. 

Joe Perry of the First National Bank 
and Trust Company told of “Corporate 
Trusts and Administration Cost” and 
J. A. Blackwell spoke briefly on the 
reaction of a new life underwriter. 

Interest in the afternoon session crys- 
tallized in the addresses of A. R. Jaqua, 
associate editor Diamond Life Bulletins 
on “Life Insurance as an Investment”; 
and that of John W. Yates, Massa- 

(CONTINUED ON NEXT PAGE) 








Bushman Insists That 
Education Aids Be Used 


President B. F. Bushman of the Fed- 
eral Reserve Life is impressing upon his 
field force the importance of using the 
sales and educational material which the 
company provides. He feels that the 
company is put to much expense to 
prepare this material and that great 
waste is involved if the managers and 
agents treat it as casually as circular ad- 
vertising. In the future, Mr, Bushman 
has told his field force that a sharp line 
of distinction will be made by the com- 
pany between those who do and those 
who don’t use the material. At a recent 
field meeting Mr. Bushman called upon 
each one of the managers to prove his 
knowledge of the sales material by stag- 
ing a demonstration sale from the kit 
book. 

Much of the Federal Reserve sales 
material has been prepared by Frank M. 
Hayes, who now is helping in Mr. Bush- 
man’s program to insist upon the ma- 
terial being used. He is visiting various 
agencies, staying in each for a week or 
two, giving personal advice to various 
agents. He is drilling them in the use 
of daily progress charts and organized 
presentation. 

















“When men have reached the age of 
50, they know what it is all about. They 
have money if they are ever going to 
have it, and the chances are they are 
called upon less by other salesmen than 
younger men. The largest premium I 
ever wrote was for $96,000 on a man 
aged 63. He had no other insurance. 
The largest amount I ever wrote was 
for 2% millions on a man aged 48, He 
had no other insurance.” 

The appeal to the older man need 
not necessarily be to increase his per- 
sonal estate. It may be father and son 
insurance. It may be a specific income 
to a daughter; to endow a favorite 
church, college, or other institution; to 
arrange for annual gifts to relatives or 
friends; to do anything, in fact, for which 
future money is required. Ordinarily, 
men make more money between the 
ages of 45 and 55 than during any other 
decade of their life; they have come to 
realize the dangers of ordinary investing 
methods and are logical prospects for a 
guaranteed method of supplying future 
money. 

6 Minimum Income. The primary 
economic problem of every family is to 
get control of sufficient property to fur- 
nish a minimum livable income when 
personal earning power is destroyed. No 
man has solved his primary economic 
problem until he has guaranteed to him- 
self and his family a minimum living in- 
come in the four great emergencies—un- 
employment, disability, old age and 
death. Do you know of any property 
which will do more during those emer- 
gencies than life insurance? 

There is no substitute for a minimum 
living income, and there is no substitute 
for life insurance in furnishing that in- 
come. 

We have attempted to point out some 
of the appeals which will sell life insur- 
ance in 1932. How about over-hauling 
the prospect list with those appeals in 
mind? If you can’t go over, go under, 
around or through. 
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CALIFORNIA 
Barrett N. Coates 





Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 
114 Sansome Street 
SAN FRANCISCO 


437 So. Hill Street 
LOS ANGELES 








ILLINOIS 


DONALD F. CAMPBELL 
CONSULTING ACTUARY. 


160 N. La Salle St. 
Telephone State 7398 


CHICAGO, ILL. 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 
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HARRY C. MARVIN 
Comsulting Actuary 
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ALEXANDER C. GOOD 
Consulting Actuary 
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MILES M. DAWSON & SON 


CONSULFING ACTUARIES 
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Many Pointers Are Made at 
Oklahoma Sales Congress 


(CONT’D FROM PRECEDING PAGE) 


chusetts Mutual general agent at De- 
troit on “Interpreting Life Insurance.” 

Mr. Jaqua defined a good investment 
as one that would deliver the investor's 
money when needed to maintain his 
standard of living. There are two meth- 
ods of producing dollars, he said, “by 
men at work and dollars at work’— 
and when one fails it is. necessary to re- 
vert to the other. So if we want our 
living standard preserved, we must in- 
vest in property that will deliver when 
we want it—and if it is not qualified to 
do so—we have not invested well.” 

“If property income is to replace per- 
sonal income it is only logical that it 
should function when we want it, and 
this is the only test. All economists 
agree that there are four hazards to 
which all are susceptible—death, disa- 
bility, loss of work and old age, and it 
will be when one of these hazards over- 
takes us that we will want that invest- 
ment to deliver. It is also important 
to realize that when we want to borrow 
money, it is under strained conditions 
and we must borrow not on our own 
valuation of our property, but on the 
other fellow’s valuation. “Life insur- 
ance is the only thing that will guaran- 
tee this delivery at the time it is needed, 
and after all, this is the only measuring 
stick,” he said. 


How Much Will Be Necessary 


“It is not what-a client can do with 
his capital, but how much capital will 
be necessary to carry out his plans as 
he wants them, said Mr. Yates in his 
address. He advocated emphasizing 
what life insurance will do for the living, 
in preference to mentioning what it will 
do after a man’s death. “Keep him in 
the picture at all times, and make the 
benefits he will derive from his invest- 
ment the paramount point in your ap- 
peal,” he urged. He accented the im- 
portance of promises made by the com- 
pany, in case the policyholder meets 
with misfortune and can not meet his 
premium payments—or wants to bor- 
row—or other conditions that may arise 
against which the company has pro- 
vided. He summed up life insurance as 
the gathering of future salaries to guar- 
antee the fulfillment of the plans and 
desires of the policyholder. 


Experts Work Out Finance 
Corporation Loan Details 


(CONTINUED FROM PAGE 38) 


new obligations, or otherwise, but the 
time for such payment shall not be ex- 
tended beyond five years from the date 
upon which such loan was made originally. 
Except as provided in section 5a hereof, 





‘no loan or advancement shall be made 


by the corporation for the purpose of 
initiating, setting on foot, or financing 
any enterprise not initiated, set on foot, 
or undertaken prior to the adoption of 
this act. * * * The corporation may 
make loans under this section at any 
time prior to the expiration of one year 
from the date of the enactment hereof; 
and the President may from time to 
time postpone such date of expiration 
for such additional period or periods as 
he may deem necessary, not to exceed 
two years from the date of enactment 
hereof.” 
Comment in House Report 


The corporation is given a capital of 
$500,000,000 and is to be permitted to 
issue obligations to the extent of three 
times its capital, thus giving it a work- 
ing fund of $2,000,000,000. 

Provision for advances to insurance 
companies was predicated upon the 
situation in which many have found 
themselves as a result of «depression. 
“Insurance companies throughout the 
country are confronted with unprece- 
dented applications for loans by their 
policyholders,” it was declared in the 
report of the House committee in charge 





of the measure. “To meet these condi- 
tions the insurance companies are com- 
pelled to sell their securities to take 
care of such loans and to pay losses. 
The measure under consideration pro- 
vides a method of affording some de- 
gree of relief in which connection which 
the public welfare requires. 





Huge Gathering to Honor 


Commissioner Livingston 
(CONTINUED FROM PAGE 5) 


cause of the part it has played in the 
economic upbuilding of the country. In 
these days when the nation is strug- 
gling with taxes and financial budgets, 
when values have been shaken, we are 
offering the people the greatest oppor- 
tunity in the world to build a secure 
estate. Life insurance is the greatest 
governor for the financial stability of 
the nation. 

“We must be sure that our policies 
cover the changing needs of our policy- 
holders,” Mr. Taylor continued. “Our 
clients today need more coverage than 
ever before because of the shrinkage of 
other assets. Life insurance is the one 
immediate cure for decreasing assets. 
We have not stressed retirement annui- 
ties as much as we should.” 

Commissioner Livingston wound up 
the program with an address in which 
he outlined the organization and func- 
tioning of the Michigan department, 
tracing the history of the department 
since its founding in 1871. “The first 
insurance law was passed in Michigan 
in 1859 and was followed by another in 
1869 which greatly amplified the regu- 
lation. With the advent of the retalia- 
tory laws now in force in all states, 
through the instrumentality of the Na- 
tional Convention of Insurance Com- 
missioners, making it obligatory for 
each commissioner to apply the same 
regulations in each state that are pro- 
mulgated by the commissioner in each 
company’s home state, a complete uni- 
formity is secured. 

“There is a tremendous turnover of 
life insurance agents and a large turn- 
over of accident and health agents, with 
fewer changes among the fire and cas- 
ualty men.” The commissioner said, 
“there should be a concerted effort be- 
tween company officials and the depart- 
ment to reduce this turnover, which is 
unsound and uneconomic.” 








Liquid Securities Are Not 
Required of Life Carriers 


(CONTINUED FROM PAGE 3) 


be determined until after the future sale 
or other disposition of such farm; and 
in view of the absence of any impera- 
tive demand for the liquidity of the ma- 
jor portion of the investments of life 
insurance companies, there exists no 
present necessity whatever for forced 
sales of farm properties under depressed 
farm market conditions. 

“Our satisfaction with farm loan in- 
vestment is justified by the actual ex- 
perience covering many years, and par- 
ticularly such experience during the past 
year—a year of extreme agricultural de- 
pression—which experience in 1931 was 
as follows: Interest collected on our 
farm loans, during 1931, amounted to 
$10,366,939, and at the end of the year 
the amount of interest in default in ex- 
cess of a period of 90 days was $745,584, 
being only 6.3 percent of the total in- 
terest collectible on farm loans. At the 
close of 1931, the farms acquired, on 
hand, and unsold (average per acre 
$36.59) amounted to 2.44 percent of our 
total farm mortgage investments in 
number, and 2.99 percent in amount, the 
same being only .69 percent of the total 
admitted assets. Of the farm properties 
so owned 98 percent are under lease to 
desirable tenants.” 

The policy loan account showed a 
large increase of $34,035,487 in 1931 
for a total of $205,992,129, or 21 percent 
of the admitted assets. 

The total life insurance in force in the 
Northwestern at the close of 1931 








William Wrigley 
Carried $1,327,000 
of Life Insurance 








William Wrigley of Chicago, head of 
the William Wrigley Company, makers 
of chewing gum, and owner of the Wrig- 
ley building in Chicago, president of the 
Chicago National League baseball team, 
capitalist, man of affairs, who died at his 
palatial winter home at _Phoenix, Ariz., 
this week, carried $1,327,000 life insur- 
ance. Mr. Wrigley’s office in Chicago 
when queried by THe NationaL UNDER- 
WRITER stated that all this insurance was 
personal, 

In 1919 Harold Dyrenforth of Chi- 
cago, who is now an agent of the Trav- 
elers and who at that time was con- 
nected with the Illinois Life, wrote Mr. 
Wrigley for $1,000,000. When Mr. Dy- 
renforth originally wrote the line for 
Mr. Wrigley he had the insurance pay- 
able to his son in order to take care of 
his inheritance and income tax. Mr. 
Wrigley was very much interested in 
getting something which could be read- 
ily converted into cash. He was 57 
years of age at that time and the rate 
was high. The only insurance he had 
when Mr. Dyrenforth wrote him was a 
policy in the Union Central. He never 
lapsed any of his insurance. 








amounted to $4,096,140,160 under 1,053,- 
502 policies in force covering the lives 
of approximately 630,000 policyholders, 
an increase of $40,665,973. 

The new paid insurance in 1931 cov- 
ered 63,530 policies totaling $296,255,- 
502, an average of $4,656 per policy. 
This was a decrease of 12.31 percent 
from 1930. 

The Northwestern’s total income in 
1931 was $191,461,364 and its disburse- 
ments totaled $152,553,889 (including 
payments to its policyholders and to 
their beneficiaries of $124,820,003) an 
excess of income over disbursements of 
$38,907,475, a surplus of $54,596,731 an‘1 
a $44,605,000 reserve for dividends was 
reported. 

“Notwithstanding the continued gen- 
eral business depression and its read- 
justment, the present and prospective 
strong financial position of the North- 
western has fully justified its action in 
1931 in continuing for 1932 its liberal 
scale of annual dividends originally 
adopted for 1929 and since then con- 
tinuously in force,” the report reads. 





Lincoln National 


Earnings of the Lincoln National Life 
in 1931 of $3.32 per $10 share on 250,- 
000 shares were announced at the an- 
nual stockholders’ meeting held Jan. 27. 
The regular $2 dividend was declared, 
plus an extra dividend of 50 cents a 
share, payable quarterly beginning Feb. 
1. All officers were reelected with the 
exception of two who were advanced: 
R. J. Stoner to treasurer, and E. C. 
Wightman to controller. 


California-Western States 


The California-Western States Life 
has declared a stockholders’ dividend of 
75 cents a share. This is an increase of 
10 cents compared with the rate that 
prevailed in the last two years, and puts 
the company on a $3 annual dividend 
basis. 


Life Company Notes 


The American Reserve Life of Omaha 
has voted an amendment to its charter 
which permits an increase in authorized 
capital from $25,000 to $500,000. 

The old dividend rate of $4 annually, 
or $1 a quarter, was maintained by the 
directors of the Great Northern Life for 
1932, as a result of action at the annual 
meeting last week. All officers were re- 
elected. 

The Missouri state securities depart- 
ment has ordered the Old Line National 
Life to Denver to cease operations there. 
The state securities commissioner said 
that the company is not licensed to seli 
stock in Missouri. It formerly had a 
branch office in St. Louis. 
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For Each Policy 
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9. 


Is Principal Sum accumulative’ 


Losses for which Principal Sum is paid and Time Limits. 


Weekly Indemnity—In addition to Principal Sum? 





Period for which Total and Partial Disability is paid. 
Double Benefits clause in full. 
Details on Hospital Indemnity, Nurses Fees, other extras. 


Is House Confinement for Illness required? "a. tl! 


Information on Standard Provisions 1, 16 and 17. 


Is Policy Cancellable, Non-Cancellable or Non-Cancellable Term 


868 Pages Analysis | 











You will, no doubt, be 
pleased to hear of the satts- 
factory results obtained 
from your Accident and 
Health Policy Analysis, 
since we have been using 
this service, December, 
1924. It has been a great 
help not only because of the 
accurate information con- 
tained therein, but also be- 
cause of the amount of time 
saved by the deviation from 
the old system of sample 
policies. 


H. F. Schroeder 
Standard Accident Insur- 
ance Company 
New York City 


Regular Commercial Forms Completely Analyzed. 
Complete Analysis of Elimination Period. 

Riders, Air Travel Riders, Auto Travel Riders. 
Benefits of Mail Association Forms Analyzed. 

All Non-Cancellable Policies Covered. 

Special Travel Forms Included. 

Life Disability Clauses Analyzed. 

Kept Up to Date Monthly. 

“The Complete Disability Coverage Manual.” 
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‘PREPARE FOR PROSPERITY NOW” 


The National Underwriter Company 
420 East Fourth Street, 
Cincinnati, Ohio. 
I want to know more about your A. & H. Bulletins. Send me, with- 
out obligation on my part your booklet telling about this service. 
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Peoria Life Insurance Company 


PEORIA, ILLINOIS 











Planning for 


Success in 
1932 


1932 lies before us, rich in its 
possibilities and bright with 
promise of better times and in- 
creased opportunities for suc- 
cessful accomplishment. 


At the threshold of this new 
year, Peoria Life agents look 
forward with assurance and 
confidence. They have the 
comforting knowledge that 
they are not left alone to 


struggle with their problems, 


overcome their difficulties, and 
work out their own salvation. 
The first outstanding event of 
the 1932 calendar is the series 
of agency conferences being 

















held this month, in which 
every man takes an active part. 
Out of the contribution of 
ideas from each individual 
agent, and the announcement 
of the Company’s plans and ob- 
jectives, grows a unified, con- 
structive program of the year’s 
work. 


Every Peoria Life agent has 
a hand in drafting this pro- 
gram. He is familiar with its 
details, its aims, and his part in 
its achievement. He faces the 
future with certainty and en- 
thusiasm, a definite course 
charted before him. For every 
month there is a clear-cut plan, 
something to stimulate and en- 
courage his most productive 
efforts, with his Company hold- 
ing out a friendly, helping hand 
all along the way. 

















































